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IN  PARTNERSHIP 
WITH  PHARMACY. 

Our  fresh  new  logo  is  just  one  aspect  of  our  exciting  new 
approach  to  independent  community  pharmacy. 

A  brand  new  retail  design  concept. 


Striking  and  colourful  merchandising  and  display 
material. 

Relaunched,  repackaged  and  reformulated  Numark  brand 
products,  with  many  additions  to  the  range. 

Competitive,  fast  and  flexible  loans  available  for  buying 
or  improving  a  pharmacy. 

A  reliable  and  efficient  network  of  independent  whole- 
salers. 


So  if  you're  looking  for  an  effective  business  partner 
contact  David  Wood  on  (0827)  69269. 

Numark  Management  Ltd,  Fairway  Court,  Amber  Close, 
Tamworth  Business  Park,  Tamworth,  Staffs  B77  4RR 


NPA  launch 
new  campaign: 
Boots  drop  out 

Locums'  self 
employed  status 
under  threat 

Fees  up  7pc  to 
top  £100  pa 

Allen  Lloyd  wins 
race  for  Staples 


On  the  move: 
distribution 


Smashing  Insurance  Cover. 


If  your  pharmacy  has  an  unfortunate  and  unexpected  visitor, 
the  last  thing  you  need  is  a  crash  course  in  insurance  cover. 

PMI  Pharmacover,designed  especially  for  pharmacists, 
is  there  to  make  sure  business  quickly  gets  back  to  normal, 
with  the  least  possible  problems.  Find  out  about  all  the  benefits 
of  pharmacover  for  pharmacists.  Call  PMI  today. 


PMI  INSURANCE  St.  Albans  (0727)  44344 
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This  week  the  National  Pharmaceutical  Association 
launched  its  generic  advertising  campaign  for 
community  pharmacy  into  its  sixth  year  with  a  new  set 
of  advertisements  majoring  on  the  human  body  and  the 
pharmacist's  ability  to  keep  it  in  trim.  The  beautifully 
understated  black  and  white  advertisements  define  the 
pharmacist's  role  in  High  Street  healthcare  in  a  memorable 
and  accurate  way  but  with  a  less  strident  copy  line. 
Consumers  are  now  respectfully  requested  to  "speak"  to 
their  pharmacist  when  they  require  health  advice,  rather 
than  being  told  to  '  'ask"  him  for  it. 

"Ask  your  pharmacist"  became  synonymous  with 
developing  new  roles  for  the  pharmacist  in  the  primary 
healthcare  team  and  underscored  the  role  that  every 
pharmacist  worth  his  or  her  salt  had  amply  and  ably  filled 
down  the  years.  Despite  the  fact  that  the  Royal 
Pharmaceutical  Society  was  perhaps  the  more  natural  and 
proper  focus  for  such  a  campaign,  the  NPA  programme  has 
had  the  impact  and  status  necessary  to  drive  the  profession 
forward  alongside  Nuffield,  and  to  the  present  working 
party  on  the  future  of  community  pharmacy.  What  a  pity 
that  at  this  crucial  phase  in  the  development  of  the 


profession  Boots,  after  supporting  the  campaign  from  its 
launch,  should  withdraw  their  financial  backing  when  so 
much  had  been  achieved  but  with  still  more  left  undone. 

Despite  the  fact  that  times  are  hard  it  seems  a  poor 
response  to  the  needs  of  the  profession  for  Boots  to  pull  out 
because  they  had  no  proof  positive  that  the  ads  pulled  in 
cash  paying  customers  to  their  outlets.  That  the 
advertisement  patently  brought  customers  and  patients  in 
to  pharmacies  (NPA  research)  should  have  been  enough 
for  an  organisation  which  has  its  own  specific  campaign  for 
its  branches.  With  the  working  party  presently  deliberating 
on  the  future  of  the  High  Street  pharmacy  in  its  entirety,  it 
is  no  time  for  sectional  interests,  or  even  exclusive 
commercial  needs,  to  come  to  the  fore.  United  we  stand, 
divided  we  fall. 

The  fact  that  the  NPA,  for  the  first  time,  is  using  its 
logo,  albeit  in  a  restrained  way,  is  symptomatic  of  a  two- 
pronged  attack  —  one  which  was  unnecessary  with  Boots 
on  board.  Let  us  hope  that  this  is  not  a  foretaste  of  things  to 
come  and  that  Boots  continue  to  work  with  the  profession 
for  the  advancement  of  pharmacy.  Commercial  gains  they 
already  have  a-plenty  (see  Business  News). 


CHEMIST  &  DRUGGIST  15  JUNE  1991 


973 


NPA  launch  new  ads 
without  Boots  backing 


The  National  Pharmaceutical 
Association  is  "disappointed" 
that  Boots  have  withdrawn  their 
backing  of  the  new  range  of 
advertisements  which  were 
unveiled  at  the  NPA  Show  in  St 
Albans  at  the  weekend. 

Boots  used  to  contribute  about 
10  per  cent  to  the  cost  of  the 
campaign.  This  year  £60  of  each 
NPA  member's  subscription  goes 
towards  the  £460,000  campaign. 
The  rise,  from  £50  a  year,  is  the 
first  for  six  years. 

Director  Tim  Astill  said:  "We 
are  disappointed  Boots  have 
chosen  not  to  support  a  national 
campaign.  We  believe  we  are 
enhancing  the  profession  of 
pharmacy  as  a  whole  and  it  is 
important  that,  at  a  time  when 
pharmacy  is  competing  for  its 
place  within  the  primary 
healthcare  team,  the  profession 
should  be  'pulling'  together." 

C&D  was  still  waiting  for  a 
statement  from  Boots  this  week, 
but  NPA's  head  of  public  affairs 
Colette  McCreedy  told  C&D 
Boots  had  decided  they  could  not 
monitor  the  effect  the 
advertisements  were  having  in 
terms  of  sales,  and  therefore 
could  not  justify  their  support  any 
more. 

Boots'  withdrawal  had  allowed 
the  NPA  to  target  the  campaign 
more  specifically  towards  NPA 
pharmacists,  Mrs  McCreedy 
explained.  Although  the  objective 
of  the  campaign  remains  the 
same,  its  style  represents  a 
departure  from  anything  the  NPA 
has  done  before. 

Unlike  the  broad  spectrum  of 
advertisements  in  last  year's 
campaign,  the  four  "people" 
advertisements  —  a  man,  woman, 
boy ,  and  mother  with  baby  —  can 
be  identified  as  a  set.  Apart  from 
subtle  annotations,  there  is  a  new 
strapline  "Speak  to  an  expert, 
speak  to  your  pharmacist"; 
"speak"  is  friendlier  than  "ask" 
which  was  perceived  by 
consumers  as  too  authoritarian, 
said  Mrs  McCreedy. 

For  the  first  time,  an  NPA  logo 
is  included.  It  is  an  updated 
version,  chosen  by  consumers  as 
the  one  they  felt  most  suited  to 
community  pharmacists'  image. 

The  first  burst  of  advertising 
will  run  to  December.  Some  four 
million  consumers  will  see  the 
advertisements  nine  times  over 
the  campaign  period.  It  will  break 
in  national  newspapers  —  Mail  on 
Sunday,  News  of  the  World,  Daily 
Mirror  and  Sunday  People  —  on 
June  23,  and  from  about  July 


onwards  will  run  in  the  women's 
Press  —  Woman 's  Own,  Woman, 
Reader's  Digest,  Prima,  Family 
Circle,  Good  Housekeeping, 
Mother  and  Baby,  and  Practical 
Parenting. 

The  departure  from  the  more 
conservative  newspapers  used  in 
former  campaigns  is  a  reflection  of 
the  target  audiences  —  primarily 
B,  CI  and  C2  women  with 
children  aged  0-15  years,  and 


secondly  all  adults,  says  the  NPA. 

These  consumers  were 
questioned  in  market  research 
carried  out  by  McCann-Erickson, 
the  agency  responsible  for  the 
campaign.  Account  director  Lee 
Daley  said:  "Consumers  indicated 
that  they  like  ads  that  reflect  their 
view  of  the  pharmacist  as  an 
expert  who  will  advise  on 
medicines,  without  overselling 
with  unnecessary  copy. 


Bromley  home  delivery 


Elderly  and  house-bound  patients 
in  Bromley  now  have  the  option  of 
an  organised  home  delivery 
service  for  their  medicines. 

The  service  was  initiated  by 
pharmacists  when  the  local  social 
services  withdrew  their  home 
help  shopping  service. 
Arrangements  for  food  were 
taken  over  by  the  local  Asda 
supermarket  but  there  were  no 
adequate  arrangements  for 
collecting  medicines,  Gordon 
Davie,  chairman  of  Bromley  Local 
Pharmaceutical  Committee,  told 
C&D. 

The        scheme  was 


enthusiastically  received  by  local 
contractors,  said  Mr  Davie,  with 
49  out  of  the  56  willing  to 
participate. 

If  a  patient  has  a  prescription, 
the  doctor  or  district  nurse  can 
phone  details  through  to  the 
patient's  chosen  pharmacy  and  it 
can  then  be  delivered  or  collected 
by  a  nurse.  House  bound  patients 
can  nominate  a  pharmacy  and  the 
prescription  is  then  sent  by  post. 

The  local  free  newspaper 
publishes  a  list  of  participating 
pharmacies  in  its  help  column.  All 
surgeries,  the  FHSA  and  DHA 
have  copies  of  the  list. 


Applications 
round  up 

A  rural  application  for  a  pharmacy 
in  the  Gloucestershire  village  of 
Chalford  Hill  has  been  turned 
down,  while  non-rural  applications 
in  Essex  and  Wolverhampton 
have  been  granted  after  initial 
refusals. 

Gloucestershire  Family  Health 
Services  Authority  has  turned 
down  an  application  for  a 
pharmacy  in  Chalford  Hill  on  the 
grounds  that  it  would  prejudice  the 
proper  provision  of  general 
medical  services  in  the  area.  The 
applicant,  Stephen  Smith,  and  the 
Local  Pharmaceutical  Committee 
have  appealed  against  the 
decision,  according  to  FHSA 
general  manager  Mr  S.M. 
Golledge. 

An  application  for  a  pharmacy 
on  the  Meadgate  estate  in 
Chelmsford,  originally  refused  by 
Essex  FHSA  has  been  granted 
following  appeal. 

Carolyn  Johns,  area  manager 
for  Mid-Essex  and  Brentwood, 
told  Chemist  &  Druggist 
the  original  application  by  Sudhir 
Unadkat  had  been  turned  down 
on  five  points:  there  were 
three  pharmacies  within 
reasonable  distance;  a  pharmacy 
in  the  area  had  closed  due  to  lack 
of  viability;  a  pharmacy  within  half 
a  mile  was  open  seven  days  a 
week,  until  7pm  on  weekdays;  the 
number  of  patients  on  the  lists  of 
the  nearest  surgeries  was 
relatively  static;  and  new 
development  on  the  estate  was 
unlikely. 

At  a  National  Appeals  Panel 
hearing,  it  emerged  that  one  of  the 
three  pharmacies  originally  taken 
into  account  by  the  FHSA  had 
itself  decided  to  close.  The 
Meadgate  pharmacy  was 
therefore  considered  to  be 
necessary  and  desirable. 

In  Tettenhall  Wood, 
Wolverhampton  a  two  year  fight 
for  a  pharmacy  has  ended  with 
permission  being  granted  by  the 
FHSA.  The  first  application  was 
turned  down  by  the  pharmacy 
practice  subcommittee  of  the  then 
FPC  and  an  appeal  was  also 
unsuccessful. 

A  fresh  application  to  the 
FHSA  has  been  granted  but  David 
Lord,  FHSA  general  manager, 
was  not  aware  if  there  was  to  be 
an  appeal. 

FHSA  members  responsible 
for  granting  applications  had 
visited  the  proposed  site,  said  Mr 
Lord.  Although  the  nearest 
pharmacy  was  about  half  a  mile 
away  and  did  not  look  far  on  the 
map,  patients  had  to  negotiate  a 
hill  and  narrow  pavements,  he 
said. 

The  FHSA  felt  the  local 
population  would  be  usefully 
served  by  a  pharmacy  in  the  area. 
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Walker 
resigns 

Graham  Walker,  a  proprietor 
pharmacist  from  Budleigh 
Salterton  in  Devon,  has  resigned 
from  the  Council  of  the  Royal 
Pharmaceutical  Society. 

In  a  letter  to  C&D  this  week 
(p992),  Mr  Walker  says  he  feels 
that  after  measuring  the  most 
effective  ways  of  using  his  time 
and  energy,  his  time  on  the 
Council  has  "run  its  course" . 

Mr  Walker  says  that  in  1975  he 
offered  the  membership  his 
"youth,  enthusiasm,  drive  and 
sincerity" .  The  dilemma  now  was 
to  evaluate  whether  the  time  and 
money  could  be  justified  in  the 
interests  of  the  Society,  himself 
and  his  family. 

In  14  years  as  a  Council 
member,  Mr  Walker  chaired  the 
Organisation,  Ethics  and  Law 
Committees.  He  counts  among 
his  personal  successes  the 
Clothier  Committee  and  the 
revision  of  the  Code  of  Ethics. 

On  the  down  side  were 
Nuffield  —  "the  biggest  non- 
event  since  the  War"  —  and  the 
endless  meetings  on  supervision. 

The  Society's  secretary  and 
registrar  John  Ferguson  said  Mr 
Walker's  resignation  had  been 
received  by  the  officers  of  the 
Society  "with  great  regret  and  a 
recognition  of  his  substantial 
contribution  to  the  Council  and  the 
profession  over  many  years" . 

Mr  Walker's  resignation 
creates  a  vacancy  on  the  Council 
which  will  be  filled  in  accordance 
with  Section  VIII  of  the  Society's 
byelaws.  His  resignation  will  be 
reported  to  the  July  meeting  of 
Council;  nominations  to  fill  the 
casual  vacancy  will  be  accepted  at 
the  August  meeting;  and  a  new 
member  elected  at  the  September 
meeting. 


Suffolk  FHSA  under  attack 
over  pharmacy  applications 


Suffolk  Family  Health  Services 
Authority  is  failing  to  heed  advice 
from  the  Local  Pharmaceutical 
Committee  and  is  over-concerned 
with  consumer  choice  when 
granting  pharmacy  applications, 
says  LPC  chairman  Michael 
Brunt. 

"The  FHSA  does  not  seem  to 
follow  guidelines.  They  feel  that 
increasing  the  number  of 
pharmacies  will  increase  choice, ' ' 
he  said,  adding  that  "necessary 
and  desirable"  are  the  criteria  not 
an  increase  in  patient  choice. 

Mr  Brunt  was  commenting  on 
the  FHSA's  decision  to  grant  an 
application  for  a  pharmacy  in  a 
Tesco  superstore  near  Gunton 
Park  in  Lowestoft  {C&D  June  1 , 
p887).  The  FHSA  had  also 
granted  permission  for  a 
pharmacy  in  Felixstowe  which  the 
LPC  felt  was  too  small  to  be 
viable.  "They  will  open  anything 
to  increase  choice, ' '  he  told  C&D. 


The  extended  opening  hours  of 
these  stores  appeared  attractive 
to  the  FHSA,  he  said. 

Suffolk  FHSA  seems  to  forget 
that,  in  the  long  term,  consumer 
choice  will  suffer  as  services 
become  too  dilute  to  remain  viable 
and  will  be  forced  to  close,  he  said. 

Suffolk  LPC  will  be  appealing 
against  the  FHSA's  decision  to 
grant  the  application  from  Sharpe 
Chemist  to  open  up  in  Tesco. 
"We  do  not  feel  it  is  either 
necessary  or  desirable . ' ' 

Further  opposition  to  the 
FHSA's  decision  was  expressed 
in  a  letter  published  in  the 
Lowestoft  Journal  (May  17)  from 
Gloria  Larter,  chairperson  of  the 
Gunton  Park  residents' 
association.  She  claims  that  Tesco 
at  first  offered  to  relocate  the 
nearby  chemist  and  then  tried  to 
"buy  him  out. ' '  By  these  actions, 
'  Tesco  have  admitted  there  is  no 
need  for  another  chemist. 


Advertising 
debate  in  EC 

The  European  Parliament  was 
due  to  vote  on  advertising  of 
medicines  on  Wednesday,  as 
C&D  went  to  press.  In  the 
preceding  debate,  Ursula 
Schleicher  (Germany)  admitted 
there  were  differences  in  the 
environment  committee  on 
whether  or  not  there  was  a  need 
to  harmonise  national  rules. 

Jacques  Vernier  (France) 
supported  a  ban  on  the  advertising 
of  prescribed  drugs  and  an 
amendment  seeking  to  limit  OTC 
medicine  sales  to  pharmacies  or 
premises  with  qualified  staff. 

Adriana  Ceci  (Italy)  stressed 
the  need  for  a  distinction  between 
the  rights  of  producers  to 
advertise  and  the  need  for  exact 
scientific  information  on  products. 

The  Parliament  also  debated 
homoeopathic  remedies.  Jose 
Valverde  Lopez  (Spain)  likened 
homoeopathic  products  to 
"selling  a  car  that  did  not  start." 


Taxman  wants  locums  classed  as  'employees' 


The  Inland  Revenue  is  intent  on 
changing  the  status  of  locum 
pharmacists  to  that  of  employees, 
according  to  this  week's 
Accountancy  Age.  The  report  says 
that  the  revenue  is  trying  to  force 
as  many  tax  payers  as  possible 
into  schedule  E  by  giving  self 
employed  status  only  to  locums 
who  have  not  worked  for  the  same 
employer  one  day  a  week  for 
more  than  a  month. 

One  multiple  told  C&D  that  it 
seemed  likely  that  all  payments  to 
locums  would  have  the  basic  rate 
of  tax,  25  per  cent,  deducted, 
leaving  the  locum  to  sort  out  the 
remainder.  These  changes  may 


come  into  effect  next  month. 

Financial  officer  of  the  National 
Pharmaceutical  Association,  Brian 
Dosser,  says  the  NPA  has  been 
resisting  a  change  in  status  and 
will  continue  to  resist. 

Locums  would  be  more 
expensive  to  employ,  because 
they  may  be  entitled  to  statutory 
rights  such  as  holiday,  sickness 
pay,  and  maternity  benefit.  The 
employer  would  also  have  to  pay 
national  insurance  contributions 
and  dismissal  procedures  would 
make  it  harder  to  get  rid  of  staff. 
Locums  would  be  unable  to  claim 
expenses  such  as  travel. 

The  NPA  currently  supplies  a 


locum  engagement  form  that  was 
submitted  to  the  Revenue  and  the 
DoH  several  years  ago.  Trevor 
Williams,  superintendent 
pharmacist,  Savory  &  Moore, 
says  "We  have  used  the  NPA  for 
advice  and  guidance  and  followed 
their  recommendations  to  the 
satisfaction  of  the  Inland  Revenue 
and  have  had  no  difficulties  in 
maintaining  the  position." 

"Locum  pharmacists  are  on 
the  hit  list  in  1991 ,"  agrees  Mark 
Koziol,  managing  director  of 
Provincial  Pharmacy  Locum 
Services. 

He  says  that  a  movement  of 
locums  to  employed  status  would 
eventually  result  in  many  joining  a 
li  icum  agency's  payroll  in  order  to 
gain  benefits  such  as  pension  and 
profit  shares,  avoid  tax  and 
contractual  problems  and  still  have 
the  freedom  to  work  for  different 
employers.  Locum  pharmacists 
would  tend  to  remain  with  one 
agency  and  the  number  of 
agencies  would  decrease. 

Locums  would  be  paid  less  and 
agencies  would  make  less  profit. 
"The  only  winner  is  the 
Revenue",  he  says. 

Mr  Koziol  has  already  spoken 
to  the  Treasury.  He  says  they  are 
against  the  Revenue's  apparent 
blanket  approach  towards  locum 
pharmacists. 

A  spokeswoman  for  the  Inland 
Revenue  told  C&D  "I  can  say 
definitely  that  we're  not  having  a 
crackdown  on  pharmacists  m 
general."  But  she  added  that 
individual  cases  or  groups  of  cases 
can  be  investigated  if  the  tax  is 
thought  to  be  wrong. 
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£2,000,000 

O.T.C.  Launch 


As  Nicorette  goes  O.T.C.,  a  massive  £2  million  TV  and 
Press  advertising  and  promotional  campaign  will 
persuade  Britain's  14  million  smokers  that  now  they 
really  can  beat  the  craving  and  give  up  smoking. 
So,  make  sure  you're  ready  to  meet  the  demand. 
Contact  your  Lundbeck  O.T.  C.  representative  or  your 
local  wholesaler  NOW. 


For  further  information  phone  the  Lundbeck  Sales  Office  tel:  0582  416565. 


RPSGB  COUNCIL 


Society's  fees  to  pass 
£100  mark  next  year 


The  Royal  Pharmaceutical 
Society's  Council  last  week 
approved  increases  in  the 
statutory  fees,  to  take  effect  from 
January  1,  1992. 

The  new  fees  represent  an 
increase  of  about  7  per  cent  for 
members'  fees,  bringing  the 
personal  retention  fee  to  £106  for 
those  in  full-time  employment. 
Premises  fees  will  increase  by  8.5 
per  cent.  The  concessionary  fee 
for  members  aged  65  and  over 
who  were  not  employed  will 
increase  by  £3  to  £13. 
Urgent  need  for  CRCs  for  liquids  Council 
agreed  to  press  for  the  urgent 
development  of  child-resistant 
closures  for  use  with  oral  liquid 
medicines. 

The  Society's  policy  is  that  all 
liquid  oral  medicines  should  have 
CRCs.  However,  the  Society 
could  not  make  a  recommendation 
to  its  members  unless  suitable 
closures  were  available.  At 
present  no  closure  was  suitable 
for  all  liquid  medicines. 

Council  agreed  that  an 
approach  be  made  to  the 
manufacturer  of  the  Medi  Loc 
closure  to  determine  whether 
development  work  on  CRCs  for 
liquid  medicines  could  progress  as 
a  matter  of  urgency.  It  was  further 
agreed  that  an  approach  should  be 
made  to  the  Association  of  the 
British  Pharmaceutical  Industry  to 
determine  whether  all  oral  liquid 
medicines  could  be  supplied  in 
child-resistant  packaging.  The 
Royal  Society  for  the  Prevention 
of  Accidents  and  the  Child 
Accident  Prevention  Trust  would 
be  asked  whether  they  wished  to 
make  a  joint  approach. 
Labels  on  dispensed  paracetamol  The 
Joint  Formulary  Committee  has 
agreed  that  dispensed 
preparations  containing 
paracetamol  should  bear  a  label 
stating  "contains  paracetamol", 
as  has  been  requested  by  the 
Council.  Details  would  be  included 
in  the  September  British  National 
Formulary. 

Training  of  dispensing  doctors'  assistants 

Council  approved  a  document 
advising  that  dispensing  doctors 
should  only  employ  assistants  who 
have  satisfactorily  completed  one 
ol  the  courses  provided  for 
dispensing  assistants  m 
community  pharmacy.  It  will  be 
circulated  to  all  pharmacist 
members  and  pharmaceutical 
advisers  of  FHSAs. 

The  document  says  that, 
because  the  work  of  a  dispensing 
doctor's  assistant  is  not 
supervised  by  a  pharmacist  and 
may  not  be  supervised  by  a 
doctor,  there  should  be  no 
exception  to  the  requirement  that 
the  training  of  such  assistants 


should  be  supervised  by  a 
pharmacist.  Only  the  current 
courses  available  in  community 
pharmacy  were  associated  with  a 
significant  element  of  practical 
training  under  a  pharmacist's 
supervision. 

Progress  in  Europe  The  secretary  and 
registrar,  John  Ferguson, 
reported  that  he  had  attended  a 
meeting  of  the  working  party  of 
the  European  Community 
committee  on  pharmaceutical 
education  and  training.  The  in- 
service  training  document,  which 
was  based  on  work  done  in  the 
Society's  education  division,  had 
been  adopted,  as  had  the 
document  on  specialisation  in 
community  pharmacy. 

Turning  to  the  four  draft 
Directives  affecting  pharmacy ,  he 
said  the  plenary  session  of  the 
European  Parliament  the 
following  week  would  consider  the 
reports  of  the  parliamentary 
committee  which  had  been 
examining  them.  Any  comments 
would  go  to  the  Council  of 
Ministers,  who  would  make  a 
decision  on  them  in  July. 

Because  the  definition  of 
"wholesale  dealing"  in  the  UK 
differed  from  that  in  most  other 
EC  countries,  the  Directive  as 
originally  worded  would  have 
meant  that  a  pharmacist  would 
need  a  wholesale  dealer's  licence 
in  order  to  sell  even  one  pack  ol 
medicine  to  another  pharmacy  or 
a  doctor.  It  was  understood  that 
the  Directive  had  now  been 
amended,  but  the  final  text  would 


not  be  known  for  some  time. 
When  it  finally  emerged  it  would 
provide  guidelines  for  UK 
legislation  and  at  that  stage  the 
Society  would  be  able  to  express 
its  views. 

It  was  understood  that  five 
countries  had  put  down  a  blocking 
amendment  that  the  responsible 
person  in  the  wholesale  Directive 
had  to  be  the  "qualified  person" 
of  Directive  65/65,  which  would 
mean  a  pharmacist,  chemist  or 
biologist.  The  relevant  committee 
of  the  European  Parliament  had 
had  an  amendment  accepted 
which  stated  it  had  to  be  the 
person  recognised  under 
Directive  85/432,  which  was  a 
pharmacist.  The  UK  Government 
was  taking  the  line  that  it  should  be 
left  to  member  states  to  decide 
the  qualifications  of  the  persons 
who  should  be  responsible. 

The  Directive  concerned  with 
the  advertising  of  medicines  was 
still  with  the  Council  of  Ministers 
working  party.  Several  countries 
were  taking  a  firm  line  on  the  need 
for  cautions  and  warnings  to  be 
stated  in  all  advertising,  including 
television  advertising.  The 
proposal  made  in  the  European 
Parliament  that  one  should  not 
even  mention  the  indications  for  a 
medicine  was  unlikely  to  be 
accepted  but  it  looked  as  though 
the  EC  would  place  very  firm 
restrictions  on  advertising. 
Waste  disposal  Council  approved  the 
appointment  of  Mrs  Joy  Wingfield 
(senior  administrator  in  the 
Society's  law  department)  to 
represent  the  Society  on  a 
steering  committee  which  was  to 
review  a  1983  document  on  tin- 
disposal  of  clinical  waste  ( ' '  Waste 
s  Management  Paper  No  25")  and 
take  into  account  the  special 
difficulties    experienced  by 


II 


Royal  Pharmaceutical  Society  president  I  kii'id  Coleman  ami  his  wife 
Janet,  chat  to]  mi  Skipp  of  Dorchester  at  the  sesquicentennial  garden 
party  held  last  Saturday  in  the  grounds  of  Lambeth  Palace,  the  official 
residence  of  the .  \rchbishop  of  Cantcrbiuy 


pharmacists.  In  addition,  Mrs 
Wingfield  and  Mr  Roger  Odd 
(head  of  the  Society's  practice 
division)  would  represent  the 
Society  in  September  at  a  lull 
meeting  of  the  review  group 
which  was  looking  at  waste 
disposal  and  management  pi, ins. 
OP  dispensing  The  Minister  ol 
Health  has  stated  that  the  Society 
will  be  invited  to  a  meeting  soon 
which  will  attempt  to  resolve 
difficulties  in  developing  original 
pack  dispensing. 
Rural  appeals  Mr  T.B.  Hallat, 
director  of  the  family  health 
service  appeal  unit  based  in 
Harrogate,  had  confirmed  that  for 
appeals  on  applications  to 
dispense  m  rural  areas  the 
committee  involved  in  the  local 
hearing  would  normally  consist  of 
three  persons,  usually  including  a 
pharmacist  and  a  medical 
practitioner.  This  group  would 
make  recommendations  to  the 
appeal  unit.  The  group  which 
considered  these  recommend- 
ations would  not  necessarily 
include  a  representative  of  either 
profession. 

Community  membership  group  A 

revised  version  of  the  question- 
naire to  be  used  to  assess  the 
membership's  opinion  on  the 
formation  of  a  community 
pharmacists  group  was  approved. 
Prison  service  The  Society  will  be 
invited  to  present  an  oral 
submission  to  the  Home  Office 
working  party  on  the  prison 
pharmaceutical  service . 
Supplements  report  Council  approved 
a  submission  to  be  made  to  the 
Ministry  of  Agriculture,  Fisheries 
and  Food  in  response  to  the  report 
of  a  working  group  on  dietary 
supplements  and  health  foods. 
One  particular  concern  would  be 
the  need  to  exercise  control  over 
medicinal  claims  that  had  not  been 
subject  to  independent 
assessment. 

Water  for  injections  to  be  P?  It  will  be 
suggested  to  the  Medicines 
Control  Agency  that  water  for 
injections  should  become  P. 
Veterinary  medicine  records  Council 
decided  to  object  to  a  suggestion 
that  suppliers  of  veterinary 
medicines  should  have  to  keep 
records  of  sales  of  products  f<  >r  the 
treatment  of  animals  not  used  fi  >r 
food  production. 

Code  of  Ethics  Council  adopted  a 
revised  text  for  the  Society's 
Code  of  Ethics  and  its  appendix  <  in 
standards  of  good  professional 
practice.  The  document  would  be 
sent  for  consultation  to  the 
branches  as  soon  as  practicable. 
Boots  homes  complaint  Council 
decided  to  take  no  action  following 
a  complaint  about  Boots  the 
Chemists'  residential  homes 
activities.  The  complainant 
objected  to  advertisements  for  the 
Boots  monitored  dosage  system 
in  "caring  journals"  and  to  the 
company's  sponsorship  of 
independent  care  home 
conferences. 
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Lump  sums 
to  be  paid  on 
October  1 

Lump  sum  payments  to 
contractors  in  England  and  Wales 
arising  out  of  underpayments  in 
1989-90  and  1990-91  will  be  paid 
on  October  1 .  Payments  made 
then  will  also  include  adjustments 
for  the  repricing  of  April  scripts 
arising  from  the  delay  in  the 
agreement  on  1991-92 
remuneration. 

Speaking  to  C&D  on  Tuesday, 
Pharmaceutical  Services 
Negotiating  Committee  financial 
executive  Mike  Brining  said  the 
news  represented  a  "significant 
improvement"  on  the 
Department's  previous  proposal. 

PSNC  originally  thought 
payment  of  the  £4. 5m  owing  from 

1989-  90  would  be  paid  in  June  and 
the   estimated  £8. 9m  from 

1990-  91  in  September.  But  a 
couple  of  weeks  ago  the 
Department  had  intimated  that 
payments  would  not  be  made  until 
November  and  April  1992. 

Mr  Brining  says  the  DoH's 
change  of  heart  is  the  result  of 
proposals  put  to  the  Health 
Secretary  by  PSNC.  "We  have 
been  informed  these  proposals 
have  been  accepted  and  we  are 
now  awaiting  the  formal  written 
confirmation,"  he  said. 

Premises 
down  12 

The  number  of  premises  on  the 
Royal  Pharmaceutical  Society's 
Register  fell  by  12  in  Mav  to  a  new 
total  of  11,783. 

The  fall  reversed  a  two  month 
trend  of  rises  largely  brought 
about  by  the  registration  of 
hospital  pharmacies  following  the 
loss  of  Crown  immunity. 

In  England  (excluding  London) 
there  was  a  fall  of  nine  overall, 
with  27  additions  and  36  deletions. 
In  Scotland  there  were  five 
additions  and  two  deletions,  while 
in  Wales  just  one  addition  was 
recorded. 

In  London  there  was  a 
reduction  of  seven,  with  three 
premises  being  added  and  ten 
being  deleted. 

It  is  unethical  for  CPs  to  seek 
payments  for  seeing 
representatives  of  pharmaceutical 
companies,  according  to  a  General 
Medical  Committee  ruling.  This 
follows  a  number  of  complaints 
from  the  Association  of  the  British 
Ph  irmaceutical  Industry  of  CPs 
seeking  fees. 


ECTKJNS 


Lessons 
from 
North  of  the 
border 


Ever  since  the  Government 
unilaterally  abandoned  the 
cost-plus  contract,  on-cost 
has  been  seen  as  an 
impediment  to  our  publicly 
perceived  professional 
credibility,  and  as 
preventing  a  true 
comparison  with  awards  received  by  other 
NHS  professionals. 

These  are  the  major  reasons  cited  for 
its  negotiated  demise  in  Scotland  {C&D, 
June  8,  p934),  which  along  with  a  11.4  per 
cent  1991-92  deal  and  the  carrot  of  a 
possible  compensation  scheme  funded  by 
new  money,  gives  me  more  faith  in  our 
negotiators  North  of  the  border  than  those 
in  place  in  the  South. 

I  think  we  are  unduly  sensitive  of  the 
stigma  of  profiteering  attributed  to  on-cost 
compared  with  other  professionals,  who 
are  even  less  able  to  understand  our 
contract  then  we  are.  But,  nevertheless, 
its  removal  would  be  a  positive  'step 
towards  achieving  future  negotiated  deals 
that  all  contractors  can  understand.  What 
puzzles  me,  however,  is  that  having 
removed  the  smokescreen  of  verbage 
from  both  respective  sets  of  negotiations, 
we  are  both  still  dealing  with  the  same 
employer  i.e.  the  Department  of  Health, 
yet  the  deals  which  have  been  struct  are 
fundamentally  different.  Only  time  will  tell 
which  approach  will  prove  the  most 
beneficial. 

Meanwhile,  in  the  deep  South,  it  is  a 
portent  for  the  future,  as  this  same 
Department,  having  promised  to  fund  a 
needle  exchange  scheme  by  the  division  of 
£1.3m  of  new  money  between 
participating  pharmacists,  squirms  out  of 
the  financial  commitment  by  including  the 
cost  of  needles  and  sharps  bins  in  the  deal. 
A  really  dirty  trick  designed  to  help  neither 
the  health  of  the  national  nor  the  faith 
pharmacists  have  in  the  integrity  of 
Government. 


Beyond 
1992...? 


1992  is  supposed  to  herald 
the  completion  of  economic 
harmonisation  within  the 
European  Community,  and 
having  just  paid  nearly  10 
per  cent  in  commission  and 
fees  to  the  bank  for  Pesetas 
with  which  to  go  on  holiday, 
I  can  see  the  natural  logic  of 
a  single  European  currency. 

Likewise,  when  it 
comes  to  parallel  imports,  a 
unified  currency  should 
make  a  nonsense  of  the  present  price 
disparities,  but  unless  we  can  also 
harmonise  marketing  and  licensing 
legislation,  the  road  to  true  integration  will 
be  long.  This  was  highlighted  by  Martin 
Bangemann,  vice-president  of  the  EC 
Commission,  {C&D,  June  8,  p948),  who 
indicated  the  Commission  was  in  accord 
with  the  European  Parliament  concerning 
the  simplification  of  the  distinction 
between  medicines  available  on 
prescription  or  without.  If  that  means  the 
restriction  of  the  sale  of  all  non- 
prescription medicines  to  pharmacies, 
great. . . ,  but  if  it  means  the  abandonment 
of  PI  medicines  in  Great  Britain,  then  1992 
could  signal  our  armageddon. 

Drugs  in  a  Pickle 

Judge  Pickles  feels  that  an  adult's  right  to 
take  responsibility  for  decisions  affecting 
themselves  should  be  paramount  and  if  an 
individual  wishes  to  take  drugs  the  state 
should  not  stop  them  (BBC1  's  ' ' Wogan' ' 
June  5).  He  advocates  the  abolition  of 
present  controls  over  hard  drugs,  and 
considers  that  market  forces  would 
remove  the  financial  criminal  incentive  to 
their  supply. 

He  is  probably  correct,  but  replacing 
social  consensus  by  individual  conscience 
would  inevitably  produce  total  anarchy. 
There  may  be  a  case  for  the  legislation  of 
cannabis,  but  since  it  is  not  possible  to 
prevent  an  addict  influencing  others  the 
social  consequences  of  further  relaxation 
could  be  disastrous. 
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Fill  all  your  prescriptions 
with  just  one  bottle. 


Asilone 

SUSPENSION 


FLATULENT 


Dosage:  One  or  two  5ml  spoonfuls  before 
meats  and  bedtime. 

Each  5ml  spoonful  contains  the  equivalent  of: 
Activate  Olmethlcone  135m9 
Dried  Aluminium  Hydroxide  B  P.  420mg 
Ught  Magnesium  Oxide  B.R  ^mg 

•  KEEP  ALL  MEDICINES  OUT  OF  THE  REACH 

OF  CHILDREN 

SHAKE  WELL  BEFORE  USE 

DO  NOT  FREEZE 

KEEP  BOTTLE  TIGHTLY  CLOSED 

NOT  SUITABLE  FOR  CHILDREN  UNDER  12  YEARS 

USE  WITHIN  28  DAYS  OF  OPENING 
PL/0152/5026 

9  Regd.  Trade  Mark  "15510-A 
,,   Distributed  by; 

mm  crookes  healthcare  limited 

Nottingham  NG2  3AA 
Product  Licence  Holder'  BERK  PHARMACEUTICALS  LTD 
Eastbourne.  England 


5016"7944 


500ml 

Batch  No. 
0;iIo  ol  manl 


Mill!  11 


It  makes  perfect  sense  to  let  one  bottle  of  Asilone  Suspension  do  the  lot. 
That's  why  we're  discontinuing  our  300ml  Suspension.  Which  leaves  the 
500ml  size  for  all  your  prescription  needs.  Meanwhile,  our  OTC  consumer  range 
for  display  remains  as  comprehensive  as  ever:  the  300ml  and  100ml  Liquid 
and  30's  Tablets.  This  should  simplify  things.  And  makes  life  easier  for  you. 


YOUR    SOLUTION   TO  INDIGESTION 


With  new  Predictor 

the  results 
are  always  positive. 


Predictor  will  be  199  I  s  f  avourite  name  with 
That's  because  our  new,  one-stage  Home 
1 1  regnancy  Test  isn't  just  simple  and  reliable, 
<■:  can  also  he  used  at  any  time  of  day. 


In  fact,  we  re  so  proud  of  our  new  arriva 
that  we're  going  to  spend  S.V:  million  telling 
everyone  about  it.  So  stock-up  now  and  start 
orward  to  a   little  addition  of   your  own. 


Changes  to 
Ventolin 

As  part  of  an  on-going  product 
development  programme,  Allen  & 
Hanburys  will  be  modifying  the 
valve  spring  in  Ventolin  inhalers, 
to  improve  their  performance. 

The  company  says  that  most 
patients  will  not  detect  a 
difference,  but  some  may  notice  a 
slight  increase  in  stiffness  on 
depressing  the  cannister.  "Such 
patients  may  be  reassured  that  in 
all  other  respects  their  Ventolin 
inhaler  will  perform  in  exactly  the 
same  way  as  before,"  say  A&H. 

They  anticipate  that  stocks  of 
the  old  version  should  be 
exhausted  duringjune,  when  the 
new  version  will  be  phased  in. 
Allen  &  Hanburys  Ltd.  Tel: 
081-9909888. 


Opticrom  out 

Fisons  say  they  have  resolved  the 
production  difficulties  that  caused 
an  interruption  in  the  supply  of 
Opticrom  Aqueous  eye  drops; 
stocks  are  available  now  from 
wholesalers.  Fisons  Pharma- 
ceuticals. Tel:  0509  634000. 


MEDICAL  MATTERS 


Zofran  joins  'smart  drugs' 


Preliminary  trials  with  Glaxo 's 
5-HT3  antagonist  ondansetron 
(Zofran)  suggest  it  may  be 
beneficial  in  restoring  memory  in 
patients  with  age  associated 
memory  impairment. 

In  a  placebo-controlled  study 
of  232  patients,  12  weeks  of 
ondansetron  significantly 
improved  memory.  This 
improvement  equated  to 
approximately  six  years  of 
memory  loss,  Glaxo's  Dr  Paul 
Williams  told  BBC2's  "Horizon" 
(June  10). 

The  programme  examined  the 
broader  issue  of  so-called  ' '  smart 
drugs"  or  cognitive  enhancers  — 
existing  prescription  medicines 
which  have  been  "hi-jacked  by 
amateur  scientists".  Among 
these  "steroids  for 
stockbrokers"  are  co-dergocrine 
mesylate,  available  as  Hydergine 
in  the  UK;  the  hormone 
vasopressin;  and  piracetam, 
available  in  some  European 
countries  as  Nootropil. 

Following  Glaxo's  preliminary 
results  with  ondansetron,  further 
clinical  trials  are  planned  and,  if 
successful,  the  drug  could  be 
licensed  for  memory  and  anxiety 


BRIEFS 


Ferring  Pharmaceuticals  say  that  new 
batches  of  Pentasa  tablets  will  be 
imprinted  with  "5- AS  A"  on  one 
side  and  "250"  above  the 
scoremark  on  the  reverse. 
Ferring  Pharmaceuticals  Ltd.  Tel: 
081-8988396. 

3M  Health  Care  are  discontinuing 
Rikospray  balsam  50g  aerosol; 
they  have  been  unable  to  resolve 
the  production  difficulties  and 
produce  a  product  of  acceptable 
quality.  3M  do  not  know  of  any 
other  preparation  with  benzoin. 
Rikospray  balsam's  main  area  of 
use  is  in  skincare  associated  with 
stoma  appliances;  there  are 
several  products  listed  in  the  Drug 
Tariff  which  could  be  used  as  an 
alternative,  they  suggest.  3M 
Health  Care  Ltd.  Tel:  0509 
611611. 

Convatec's  Granuflex  hydrocolloid 
dressing  15cm  by  20cm  (5  £20 
trade)  is  prescribable  from  July  1 . 


This  means  that  larger  wounds 
can  be  treated  with  one  dressing 
rather  than  overlapping  two  or 
three  smaller  Granuflex 
dressings,  say  Convatec Ltd.  Tel: 
0895678888. 

Thymoxamine   Minims:   Due  to 

difficulties  in  securing  continuity  of 
raw  material  supply,  Smith  & 
Nephew  are  discontinuing  sales  of 
thymoxamine  Minims  with 
immediate  effect.  Smith  & 
Nephew  Pharmaceuticals  Ltd.  Tel: 
0402349333. 

Crookes  are  advising  a  lower  age 
limit  of  three  months  for  Karvol 
capsules.  "It  should  be 
remembered  that  very  small 
children  if  ill  should  be  seen  by  a 
medical  practitioner,  and  the 
company  hopes  that  by 
establishing  a  lower  age  limit, 
parents  will  be  more  encouraged 
to  see  professional  advice, ' '  says 
the  company. 


treatment  in  four  years. 

Age  associated  memory 
impairment  (AAMI)  affects 
between  a  quarter  and  half  of 
people  aged  over  65  and  the 
decline  is  modest  compared  with 
Alzheimers  disease. 

However,  "Horizon" 
questioned  the  social  and  moral 
implications  of  a  drug  for  improved 
memory:  where  is  the  line  drawn 
between  the  Alzheimers' 
sufferer,  the  elderly  person  with 
reduced  memory,  the  business- 
man who  has  trouble  remember- 
ing clients'  names;  and  the  child 
who  needs  help  with  exams? 

Answering  questions  on  the 
scope  for  such  a  product,  Dr 
Williams  said:  "It'll  be  a  medicine 
that's  prescribed  by  doctors  for 
their  patients  and  it'll  be  very 
much  up  to  the  doctor  whether 
they  prescribe  the  treatment  or 
not.  We  certainly  don't  envisage  a 
time  when  it's  made  more  widely 
available  than  that." 

However,  Professor  Ian 
Hindmarch  of  the  University  of 
Surrey  said:  "Age  associated 
memory  impairment  is  a  pseudo- 
disease.  It's  having  a  drug  and 
wanting  an  illness  for  it." 


Postcoital 
mifepristone 

The  so-called  "abortion  pill", 
mifepristone  or  RU486,  may  have 
an  important  role  as  an  effective 
postcoital  agent,  says  a  letter  in 
The  Lancet  this  week. 

A  trial  involved  379  women 
randomly  allocated  mifepristone 
600mg  or  Yuzpe's  regimen 
GOOmcg  ethinyl  oestradiol  and  1 
mg  dl-norgestrel  12  hours  apart). 

Two  pregnancies  were 
reported,  both  on  the  Yuzpe's 
regimen.  Cycle  data  revealed  that 
five  or  six  pregnancies  would  have 
been  expected  in  each  group. 

GPs  are  being  urged  to  check  the 
gums  of  patients  on  calcium 
channel  blockers  following  a  study 
which  showed  that  up  to  one  in  ten 
of  them  have  gingival  overgrowth. 

Dentists  are  recommended  to 
contact  the  patient's  GP  to  ask  for 
a  change  in  medication  in  obvious 
cases.  Dr  John  Seymour,  in  GP 
says:  "I  would  also  like  GPs  to  be 
more  aware  of  this  problem  —  and 
to  do  the  check  themselves  or 
make  sure  the  patient  regularly 
sees  a  dentist  or  hygienist. ' ' 


HIV  prophylaxis  policy 
proposed 


The  need  for  a  policy  on 
prophylaxis  with  zidovudine  in 
healthcare  workers  at  risk  of 
infection  with  HIV,  preferably 
within  one  hour  of  exposure,  is 
being  considered. 

There  are  currently  28 
documented  case  histories  of 
seroconversion  in  employees  who 
have  no  other  known  risk  factors, 
says  Professor  of  Virology  at  St 
Bartholomew's  Hospital  D.J. 
Jeffries  in  the  British  Medical 
Journal  Gune  1 ). 

Studies  in  cats  and  primates 
have  failed  to  show  a  protective 
effect  of  zidovudine,  although 
some  success  was  achieved  in 
mice.  A  study  in  humans 
encountered  several  problems, 
including  a  reluctance  to  accept 


the  possibility  of  placebo.  Of  the 
84  people  enrolled  in  the  study  (49 
of  whom  received  zidovudine), 
none  became  HIV  positive  after  at 
least  six  months  of  follow-up. 

There  are  two  published 
accounts  of  accidental 
transmission  of  HIV  in  which 
zidovudine  failed  to  protect  the 
exposed  person;  in  one  case  it  was 
given  within  six  hours. 

The  lack  of  data  on  the  efficacy 
and  long  term  safety  of  using 
zidovudine  prophylactically  makes 
it  easy  to  say  that  it  should  not  be 
made  available,  says  Professor 
Jeffries.  But  because  there  is  a 
real  risk  of  infection  and  there  is 
nothing  else  to  offer,  depriving 
healthcare  workers  of  any 
possible  benefits  would  be  wrong. 
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Noir  gets 
essential 
additions 

Rimmel  have  repackaged, 
improved  and  extended  their  Noir 
male  fragrance  range. 

Les  Essentiels  is  a  new  body 
range  and  all  items  contain  the 
Noir  fragrance.  It  comprises 
aftershave  gel  (100ml,  £9.95), 
essential  moisture  cream  (100ml, 
£4.95),  a  non-greasy  formulation; 
deodorising  body  spray  (150ml, 
£4.95);  aftershave  lotion  (50ml, 
£9.75);  invigorating  body 
shampoo  (150ml,  £4.95)  which 
can  be  used  for  both  hair  and  body; 
hair  management  gel  (100ml, 
£4.95),  designed  to  make  hair 
easier  to  style. 

The  packaging  for  the  entire 
Noir  range  has  been  refined  to  a 
black  and  white  design. 

The  existing  Noir  fragrance 
range  has  been  refined  and  now 
includes  50ml,  75ml  and  100ml 
aftershave  lotions,  75ml 
aftershave  spray,  75ml  pre- 
electric  lotion,  roll-on  deodorant, 
150ml  APD,  150ml  creme  shave, 
lOOgtalc,  lOOg  soap. 

In-store  support  includes  a 
counter  display  unit,  holding  the 
entire  Les  Essentiels  range,  and 
the  offer  of  a  free  30ml  aftershave 
lotion  with  any  two  purchases 
from  the  range.  A  £1  money-off 
voucher  will  be  given  on  next 
purchase  of  a  75ml  or  125ml 
aftershave  lotion,  which  is 
included  in  the  30ml  carton. 

A  £200,000  Press  campaign 
will  begin  in  September  in  Sunday 
supplements  and  women's 
magazines.  A  special  introductory- 
package  comprises  six  of  each 
product  in  the  new  range,  18  by 
30ml  aftershave  lotions  and 
testers.  Rimmel  International. 
Tel:  071-637 1621. 

Salonpas  (OK)  Ltd  have  launched 
Green  Jintan  Pearles  (190,  £0.99) 
onto  the  UK  market.  The 
Japanese  product  is  100  per  cent 
natural  and  helps  eliminate  stale 
breath  and  odours  caused  by 
tobacco,  onions,  garlic  and  other 
strong  foods,  say  Salonpas  (UK) 
Ltd.  Tel:  OS 1-640  3636. 


Slazenger  sports 
striking  new  look 


Slazenger  Sport  has  been 
relaunched  in  contemporary 
packaging  and  the  range 
rationalised. 

A  clear  blue  'S'  swings  across 
the  front  of  the  pack,  connecting 
the  brand  name  and  panther  logo 
with  the  product  description 
beneath  it.  The  new  design 
proved  popular  with  16-24  year 
olds,  the  brand's  core  consumers. 

The  range  has  been 
rationalised  and  now  comprises 
shower  gel,  shampoo  and 
conditioner  in  one  (frequent  use) , 
anti-perspirant  deodorant,  talc, 


deodorant  body  spray  and  cologne 
Activ. 

A  £900,000  spend  will  support 
the  relaunch.  Advertising  includes 
a  campaign  during  the  Wimbledon 
fortnight  in  the  official  brochure, 
followed  by  a  national  cinema 
campaign  in  August  and 
September.  Slazenger  Sport 
product  will  be  given  out  at 
sporting  events  throughout  the 
rest  of  the  year,  including  the 
Daily  Mail  skin  competition  in 
October.  Smithkline  Beecham 
Personal  Care.  Tel:  081-560 
5151. 


Silkience's  hi-tech  image 


The  Silkience  hair  care  range  has 
been  relaunched  with  striking  new 
packaging  and  improved 
formulations. 

The  new  packaging  retains  the 
vertical  Silkience  logo,  but  sports 
a  more  high-tech  look.  The 
conditioner,  shampoo  and 
hairspray  are  presented  in  taupe 
and  pearlised  bottles.  A  new 
colour  coding  system  has  been 
introduced. 

Eylure  Nobel,  since 
purchasing  the  brand  from  Gillette 
last  year,  have  built  on  the 
selective  action  concept  and 


developed  a  "bio-nourishing" 
formula. 

The  company  is  repositioning 
the  brand  towards  the  premium 
end  of  the  market.  Shampoo 
(300ml)  retails  at  £1.59, 
conditioner  (250ml)  at  £1.59, 
enriched  conditioner  (150ml)  at 
£1.89,  aerosol  hairspray  (200ml) 
at  £1.19  and  £1.49  (300ml)  and 
pump  hairspray  (150ml)  at  £1.69. 

The  relaunch  will  be  supported 
with  a  £2.2  million  national 
television  campaign  during  August 
and  September.  Eylure  Nobel. 
Tel:  0793513600. 


Vicfrsy  have  brought  out  a  new 
consumer  skin  care  guide.  Aimed 
at  potential  Vichy  users,  the  guide 
gives  detailed  information  on  each 
product  in  the  range.  It  also  offers 


advice  on  skin  care  and  choosing 
the  correct  products.  Vichy  are 
distributing  the  leaflet  free  to 
consumers  through  pharmacies. 
Vichy  UK  Ltd.  Tel:  0235526747. 


Dr  Whites  is 
repositioned 

Smith  &  Nephew  are  relaunching 
the  four  main  brands  in  their 
sanitary  towel  portfolio  as  part  of 
an  initiative  to  reposition  the  Dr 
White's  range. 

The  relaunch  capitalises  on  the 
steady  growth  of  the  "new 
generation"  towel  products  — 
shaped,  slim,  folded  and  wrapped 
and  night  time.  Shapes,  Secrets, 
Alldays  and  Allnights  have  been 
repackaged  with  the  product 
brand  names  forming  the  major 
focus  of  designs,  and  the  "Dr 
White's"  name  acting  as  an 
endorsment. 

Modern  graphics  and 
signature  style  brand  names 
convey  a  friendly  approach,  say 
S&N.  Allnights  will  now  carry  an 
additional  on  pack  descriptor  of 
"Night  time  confidence"  as  part 
of  the  redesign,  to  reinforce  the 
prime  product  function  and 
benefits. 

The  Shapes  pack,  too, 
incorporates  an  additional  product 
descriptor  —  "Body  shaped  — 
body  comfort".  In  addition  the 
Shapes  regular  towel  is  being 
lengthened  and  brought  in  line 
with  the  Super  variant,  an 
aesthetic  rather  than  functional 
amendment. 

The  company  has  also 
introduced  an  improved 
coverstock  on  Shapes  as  part  of  a 
drive  to  continue  to  increase  the 
comfort  of  the  towel,  making  it 
drier  in  use.  The  main  focus  of  the 
support  package  for  Shapes  will  be 
a  programme  of  sampling  by  direct 
mail.  Smith  &  Nephew  Consumer 
Products  Ltd.  Tel:  021-327 4750. 


Salon  Formula 

Alberto  Culver  are  introducing  a 
Salon  Formula  range  to 
consumers,  after  sales  reached  £1 
million  in  its  test  market. 

The  range  comprises 
hairspray  (450ml),  mousse 
(400ml),  pump  hairspray  (300ml), 
gel  spray  (300ml)  and  curl  pumper 
(300ml)'.  All  products  £1.99. 
Alberto  Culver.  Tel:  025657222. 
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Abbreviated  Prescribing  Information  "Migraleve  Tablets  Indications:  ror  the  treatment  of 
migraine  attacks  which  can  include  the  symptoms  of  migraine  headache,  nausea  and  vomiting 
Presentation:  Pint  tablets:  Buclizine  Hydrochloride  6.25  mg,  Paracetamol  PhEur  500  mg.  Codeine 
Phosphate  PhEur  8  mg.  Ye//ow  tablets  Paracetamol  PhEur  500  mg,  Codeine  Phosphate  PhEur  8  mg. 
Dosage  and  administration:  Adults.  Treatment  2  Pink  Migraleve  immediately  it  is  known  that  a 
migraine  attack  has  started  or  is  imminent.  If  symptoms  persist,  2  Yellow  Migraleve  every  four  hours. 
Maximum  8  tablets  (2  Pink  and  6  Yellow)  in  24  hours.  Treatment  should  always  start  with  the  Pink 
Tablets.  Children-  10-14  years  One  Pink  Migraleve  initially.  If  required.  I  Yellow  Migraleve  every  four 
hours.  Maximum  -4  tablets  (I  Pink  and  3  Yellow)  in  24  hours.  Elderly  (over  65  years)  As  for  adults. 
Contra-indications,  warnings  etc:  Side-effects:  Drowsiness  may.  theoretically,  be  caused  by  the 
small  antihistamine  content  of  Pink  Migraleve,  but  this  has  never  been  apparent  from  clinical  observations. 
Use  in  pregnancy   Whilst  there  are  no  specific  reasons' for  contra-indicating  Migraleve  during  pregnancy. 


as  with  all  drugs,  it  is  recommended  that  Migraleve  be  used  with  caution  in  pregnancy  Migraleve  is  nof 
contra-indicated  in  breast-feeding  mothers.  Precautions  Patients  suffering  from  high  blood  pressure 
should  first  be  treated  for  this  condition  independently  Because  of  the  possibility  of  drowsiness, 
consideration  should  be  given  to  patients  involved  in  hazardous  occupations.  Treatment  of  overdosage  As 
for  paracetamol  {oral  methionine  or  i.v.  acetylcysteine)  and  codeine  (inaction  of  naloxone). 
Recommended  prescribing:  On  first  presentation  -  Migraleve  Duo  48  o  p.  2  Pink  star.  2 
Yellow  q.q.h.  (The  Duo  pack  contains  32  Pink  and  16  Yellow  tablets  Basic  N.H.S  price  £4  68) 
Subsequently,  taking  patient  expenence  into  account,  either  Pink  or  Yellow  Migraleve  may  be  prescnbed 
in  multiples  of  48,  so  avoiding  a  double  prescription  charge  Product  Licence  Number: 
0232/5008R  Product  Licence  Holder:  Charwell  Pharmaceuticals  Ltd.,  Charwell  House, 
Wilsom  Road,  Alton,  Hampshire  GU34  2Tj    Full  prescribing  information  available  by  post. 


li 


Charwell  Pharmaceuticals  Ltd 


tower  over  migrant 


Migraleve  is  already  the  leading  migraine  treatment.1 
And  its  position  at  centre  stage  will  be  guaranteed  with 
a  new  advertising  campaign,  running  throughout 
the  year. 

Doctors  will  be  certain  to  prescribe  new  Migraleve 
48  Duo  packs  for  new  and  current  migraine  sufferers. 

Stocks  are  already  at  your  wholesaler.  So  order  now, 
because  there  is  no  closed  season  for  migraine. 


NEW 


Migraleve48 

Pink  tablets  -  buclizine  hydrochloride  6.25  mg.  paracetamol 
500  mg.  codeine  phosphate  8  mg.  Yellow  tablets  -  paracetamol 
500  mg,  codeine  phosphate  8  mg. 


.  Nielsen  trade  audit,  Jan/Feb  1991 
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POWER  FROM  THE  STA 


Make  nappy  changing  fun! 


Peaudouce  are  launching  a  fun 
range  of  disposable  nappies,  called 
Babytoons,  decorated  with  Smurf 
cartoon  characters. 

The  range,  which  has  enjoyed 
success  in  the  rest  of  Europe,  is 
being  introduced  into  the  UK 
following  trials. 

Babytoons  are  unisex  and 
come  in  four  sizes  —  mini  (£6.59), 
super  (£6.99),  maxi  (£6.99)  and 
maxi  plus  (£6.99)  —  to  fit  babies 
from  6-551bs.  The  nappy  features 
superfit  waistband,  four  strand  leg 
elastication  and  ultra  absorbency . 
They  are  packed  in  clear 
polythene  to  give  maximum 


visability 
Peaudoua 


to  the  characters. 
.  Tel:  0952  680044. 


Play  Safe  for  babies 


B&H  Group  have  launched  four 
liquid  crystal  thermometers  and 
an  ultra-violet  sensor  under  the 
name  Baby  Play  Safe. 

The  thermometers, 
comprising  a  Body-Temp 
forehead  thermometer,  a  Bath 
Time  thermometer,  a  Feeding 
Bottle  thermometer  and  a 
Bedroom  thermometer  are  all 
unbreakable,  non-toxic  and  easy 


to  use,  say  B&H. 

The  Baby  Tanscan  ultra-violet 
sensor  indicates  when  children 
should  be  protected  from  the  sun. 

Each  product  comes  blister 
packed  and  retails  at  £1.99.  The 
products  are  available  in  cases  of 
12  and  a  mixed  starter  case  of  15 
packs.  Advertising  is  planned  in 
the  parental  Press  in  August. 
B&H  Group.  Tel:  0562  825100. 


FJH's  Aqua  Rapid  guardsocks:  Out  of 

the  five  sizes  available,  the  small 
(13-2)  and  medium  (3-5)  sizes  join 


the  extra  small  (9-12  child's  sizes) 
in  being  VAT  exempt  at  £2.85  per 
pair.  FJHLtd.  Tel:  0304242747. 


Cannon 
offers 

Cannon  Babysafe  are  extending 
their  Babar  range  with  the  addition 
of  8oz  Babar  feeding  bottles  and 
trainer  cups. 

The  feeding  bottles  come  in 
three  designs.  As  an  introductory 
offer  pharmacists  can  purchase  a 
displav  pack  of  12  for  the  price  of 
11  (£12.46).  „ 

The  trainer  cup,  which  is  clear, 
comes  blister  packed  and  will  be 
offered  to  retailers  at  six  for  the 
price  of  five  (£8.48). 

And  from  July  1  for  six  months 
all  Cannon's  8oz  and  4oz  bottles 
will  carry  a  free  rubber  teat.  And 
consumers  can  save  30p  when 
buying  two  8oz  feeding  bottles, 
which  will  come  as  special  banded 
packs. 

For  retailers  three  cards  of  24 
orthodontic  soothers  will  be 
offered  for  the  trade  price  of  two. 
Cannon  Babvsafe.  Tel:  0787 
280191. 


Unichem  are  offering  pharmacists  a 
POR  of  22  per  cent  on  the 
Pampers  range.  In  addition, 
customers  who  purchase  six 
cases  of  Pampers  will  receive  one 
free  pack  of  6  x  28  Milton 
sterilising  tablets.  Unichem.  Tel: 
081-3912323. 


Full  Marks 
for  display 

Napp  Consumer  Products  are 
supporting  their  range  of  head  lice 
treatments,  including  their  Full 
Marks  lotion,  with  new  display 
material. 

The  package  includes  window 
display  boards  with  wobblers, 
dummies,  educational  leaflets  and 
dispensers,  posters  and  shelf 
edgers. 

A  visual  features  children 
scratching  their  heads  for  an 
answer  to  the  question:  "What 
should  you  now  about  head  lice?" 
Napp  Consumer  Products.  Tel: 
0233424444. 

Sugar-free 
sweets 

Simpkins  have  launched  sugar- 
free  mixed  fruit  drops,  made  from 
Isomalt  and  suitable  for  diabetics. 

The  drops  come  in  five  natural 
colours  and  flavours  and  will  also 
appeal  to  children,  says  the 
company.  They  will  retail  at  £0.39 
and  come  packed  18  to  a  display 
outer  (£4.48).  Simpkins  Ltd.  Tel: 
0742348736. 


Look  no  further 

//  /  for  the  relief  of  conjunctivitis 
due  to  hay  fever 

OTRIVINE-ANTISTIN 

xylometazoline  hydrochloride,  antazoline  sulphate 

Sterile  eye  drops 

A  Pharmacy  Sale  only  product 
Zyma  (UK)  Limited,  Alderley  Edge,  Cheshire  SK9  7XP  Telephone  06 1  -474- 1 526 
Detailed  information  will  be  sent  on  request 


Available  in  roll-on  and  aerosol,  Cool  Lilac  is  another  sure  winner  from  Sure.  Soon,  you  'II  be  seeing 
a  lot  of  it  on  TV.  So  lie  prepared  for  sales  bitting  a  purple  patch.  Or  should  we  say  a  lilac  patch? 


EL  IDA  GIBBS  •  CARING  FOR  HEALTH  AND  BEAUTY 


COUNTERPOINTS 


A 


nomad 


TM 


THE 

FOLLOWING  COMPANIES 
HAVE  COMPLETED 
A  NOMAD  MODULE 
FOR  THEIR 

COMPUTER  PROGRAMS 


JOHN  RICHARDSON 
COMPUTERS  LIMITED 

■ 

PARK  SYSTEMS 
LIMITED 

■ 

HADLEY  HUTT 
COMPUTING  LIMITED  (PILLS) 

■ 

THE  NATIONAL 
PHARMACEUTICAL  ASSOCIATION 

■ 

SHADOWSOFT  LIMITED 

Remember: 
Nomad  can  be  set  up  for  28  days. 
Nomad  can  be  made  tamper  evident. 

Administration  Record  Sheets  and 
Repeat  Prescription  Sheets  also  available. 

SurgiChem  provide  full  staff  training  to 
Care  Home  and  Pharmacy  staff. 

For  further  information  contact 


SurgiChem 


SurgiChem  Ltd,  4  Ashfield  Road,  Cheadle 
Cheshire SK8  IBB 
Tel:  061-428  0440.  Fax:061-428  II 


Robinson's  cosmetic 


Robinson  Healthcare  have 
introduced  four  more  products  to 
complement  their  Extra  Soft 
cotton  wool,  creating  a  cosmetic 
range. 

Combining  the  graphics  of  the 
Extra  Soft  range  and  the  make-up 
Wipe-aways  packs,  Robinson 
have  added  Extra  Soft  cosmetic 
pads  in  50s  and  100s.  A  new  travel 
pack  containing  15  make-up  Wipe- 
aways  has  also  been  added,  using 


the  same  packaging. 

Robinson  nail  polish  Wipe- 
aways  have  been  reformulated 
with  new  fabric,  a  moisturiser  and 
are  now  acetone-free.  They  are 
packaged  in  30s. 

The  new  cosmetic  range  will 
be  supported  by  "The  Midas 
Touch"  promotion  —  consumers 
can  claim  an  18ct  gold  plated 
necklace  and  bracelet  in  return  for 
12  tokens.  Robinson  Healthcare. 


Macleans 
Sensitive  hits 
the  bullseye 

A  new  'target'  motif  pack  design 
together  with  promotional  and 
advertising  support  are  Macleans 
Sensitive's  1991  programme 
targeting  the  33  per  cent  of  the 
adult  population  who  suffer  from 
dental  sensitivity. 

The  new  pack  has  a  clean 
"serious"  design  —  the  magenta 
and  blue  graphics  on  a  white 
background  create  excellent  shelf 
standout,  says  the  company. 

On  the  promotional  front,  both 
consumers  and  dentists  will  be 
targeted  with  a  £2  million  national 
television  campaign  and  sampling. 

The  sensitivity  sector  of  the 
toothpaste  market  is  growing  by 
25  per  cent  year  on  year 
accounting  for  over  12  per  cent  of 
the  £172m  toothpaste  market. 
Smithkline  Beecham  Personal 
Care  UK.  Tel:  081-560  5151. 


More 
Cantassium 

Larkhall  Natural  Health  have 
launched  Cantassium  Garlimega 
2000  and  Cantassium  Nail 
Nutrition. 

According  to  medical 
research,  the  optimum  quota  of 
fresh  garlic  for  an  adult  is  2g  a  day 
say  the  company.  Cantassium 
Garlimega  2000  provides  the 
equivalent  of  2g  of  fresh  garlic  in 
one  sustained-release  tablet. 
Prepared  by  cold  processing, 
which  leaves  the  vital  elements  of 
the  garlic  whole,  Garlimega  2000 
is  also  odour-controlled. 
Cantassium  Garlimega  2000  has 
an  rrp  of  £3.10  for  a  month's 
supply  of  30  tablets. 

Following  Hair  Nutrition 
Naturtabs,  Larkhall  are  adding  a 
one-a-day  mineral  and  protein 
supplement,  Cantassium  Nail 
Nutrition  includes  calcium,  silica 
and  magnesium.  It  has  an  rrp  of 
£3.10  for  a  pack  of  30  tablets  (a 
month's  supplv).  Larkhall 
Natural  Health.  Tel:  081-874 
1130. 
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NEW  PACKAGING    •  CONSUMER  ADVERTISING 
NEW  SINGLE  SERVING       IMPROVED  TASTE 


For  further  information  please  contact  Carole  Willmott, 
Crookes  Healthcare  Ltd.,  tel:  0602  592983  (24  hour  service). 


NTERPOINTS 


Blooming  Silvikrin  offer 


Silvikrin  Supersoap  is  being 
supported  with  an  on-pack  offer, 
aimed  at  ABC  25-plus  women,  the 
core  purchasers  of  the  brand. 

For  £1  and  two  proofs  of 
purchase  consumers  will  receive 
either  a  Cottage  Flowers  or 
Garden  Herbs  growing  kit  (worth 
£4.99). 

The  offer  is  featured  on  all 
250ml  Supersoap  variants. 


It  will  be  promoted  by  a 
crowner  on  all  bottles. 

Each  growing  kit  features  a  set 
of  six  packets  of  seeds  with  six 
flower  pots  and  soil. 

Silvikrin  has  a  30  per  cent 
share  (Nielsen)  of  the  liquid  soap 
market,  which  is  growing  by 
around  12  per  cent  a  year,  say 
Smithkline  Beecham  Personal 
Care.  Tel:  081-560  5151. 


Givenchy's  Amarige  —  a 
natural  fragrance  for  the  90s 


Givenchy  have  launched  their  first 
women's  fragrance  for  seven 
years.  Called  Amarige,  it  is 
described  as  elegant,  lively  and 
sunny.  The  top  and  middle  notes 
are  floral  and  the  base  notes 
include  woods,  musk,  tonka  bean 
and  vanilla. 

Amirage  comes  as  parfum 
(7ml  £41,  15ml  £59.50)  eau  de 
toilette  (50ml  £27, 100ml  £41)  and 
EDT  spray  (50ml  £29.75,  100ml 
£46). 

A  large  range  of  point  of  sale 
material  is  available,  including 
dummies,  showcards,  banners 
and  counter  displays. 

A  £750,000  campaign  will 
support  the  launch,  including 
national  television  advertising 
which  runs  from  the  end  of 
August,  Press  advertising  in 
national  newspapers  and  women's 
magazines,  starting  in  September, 
and  an  extensive  sampling 
campaign. 


Givenchy's  current  best  seller 
is  Ysatis  and  the  company  expects 
Amarige  to  equal  it  in  about  three 
years. 

The  new  fragrance  is  not 
aimed  at  a  particular  age  group  — 
marketing  manager  Pierre-Yves 
Brezillon  believes  it  has  universal 
appeal.  Parfums  Givenchy  Ltd. 
Tel:  0932  245111. 


New  look 
Bear  Brand 

Bear  Brand  hosiery  has  been 
relaunched  in  new  packaging  and 
regrouped  in  easy  to  recognise 
ranges. 

The  range  features  stockings, 
tights,  knee-highs  and  opaques,  all 
colour-coded  by  denier  and  style 
for  easier  selection.  The 
description  has  been  taken  off  the 
front  of  the  pack  and  placed 
around  the  hanger,  with  the  new 
Bear  Brand  logo  on  the  front  of  the 
pack. 

An  advertising  campaign  will 
support  the  relaunch  and  a  charity- 
linked  promotion  will  follow  later 
in  the  year.  The  Hartstone  Group 
pic.  Tel:  0844  261544. 


Sante  gets 
APD 

Nicholas  Laboratories  have 
extended  their  Sante  range  with 
the  addition  of  an  anti-perspirant 
deodorant. 

It  comes  in  roll-on  (50ml, 
£0.99)  and  aerosol  (200ml,  £1 .85) 
form  and  contains  the  Sante 
dermoprotector  formulation.  It 
contains  an  anti-bacterial  agent,  is 
alcohol-free  and  has  a  light,  fresh 
fragrance.  The  APE)  offers 
"gentle  protection  and  non- 
irritant  formula",  says  the 
company. 

The  Sante  range  will  be 
supported  by  a  £5  million 
campaign  spread  over  the  next  18 
months.  Nicholas  Laboratories. 
Tel:  0753  23971. 


Damiana 

tablets 

licensed 

Curzon  Damiana  tablets, 
produced  by  Gerard  House,  have 
been  licensed  for  the  relief  of 
temporary  states  of  fatigue. 

Damiana  is  a  reputed 
aphrodisiac,  traditionally  taken  to 
increase  sexual  awareness,  says 
the  company.  Its  action  comes 
from  a  mixture  of  volatile  oil, 
resins,  tannins  and  a  bitter 
substance  called  damianin. 

Curzon  Damiana  tablets  are 
available  in  packs  of  100  tablets 
(trade  price  £12.45  per  pack  of  six 
bottles).  The  adult  dose  is  two 
tablets  each  night  and  morning. 
Gerard  House  Ltd.  Tel:  0202 
134 1 16. 


Braun  on  TV 

Braun  are  stepping  up  their 
advertising  campaign  for  Flex 
Control  and  Silk  Epil.  Last  year's 
Flex  Control  television  advertise- 
ment will  be  repeated  during  the 
next  four  weeks  and  Silk  Epil  will 
also  get  TV  exposure.  Braun. 
Tel:  0932  785611. 


Coty  Tianda 

Coty  have  introduced  a  new 
variant  to  their  body  spray  range. 
Called  Tianda,  it  has  a  fresh,  floral 
scent,  combining  muguet,  green 
rose,  freesia,  violet  and  cyclamen. 
Priced  at  £1.89,  it  is  the  sixth 
variant  in  Coty's  range.  Beauty 
International.  Tel:  0491  33333. 


BRIEFS 


Besmat  Ltd  are  planning  an  August 
launch  for  their  arm  sling 
designed,  they  say,  to  encourage 
patients  to  wear  slings  when  they 
might  otherwise  remove  them. 
The  black  Besmat  sling  (retail 
around  £20)  has  a  collar  strap  and 
two  cuff  straps  which  can  be 
adjusted  independently  to  ensure 
the  correct  support.  The  webbing 
straps  will  not  stretch,  says  the 
company,  and  the  fastenings, 
once  adjusted,  will  not  slip.  A 
cushioned  pad  spreads  the  load  on 
the  patient's  neck  and  is 
detachable  so  that  the  strap  can  be 
fitted  under  a  collar.  Replacement 
neck  pads  are  available.  Besmat 
Ltd.  Tel:  081-9974693. 
Kodak  have  launched  an  Ektar  100 
film  to  replace  the  current  Ektar 
125.  It  incorporates  several 
technological  improvements, 
including  better  latent  image 
keeping,  improved  tone  scale,  and 
improved  process  sensitivity. 
Kodak  Ektar  has  been  adapted  to 
accommodate  a  wide  range  of 
processing  variations,  and  Kodak 
characterise  the  film  as  a  multi- 
purpose colour  print  film  for 
photographers  who  demand  a  high 
picture  quality.  Ektar  100  will 
become  available  in  the  Summer, 
initially  in  trial  12-exposure  packs. 
Kodak  Ltd.  Tel:  0442  61122. 
Hi-tech  Batteries  have  launched  a 
range  of  low  mercury,  alkaline 
batteries,  together  with  battery 
display  tray  units.  The  company's 
marketing  strategy  is  to  compete 
on  price,  offering  double  the  usual 
margins  of  profit  offered  by  the 
leading  brands  to  both  retailer  and 
wholesaler,  say  Hi-tech.  The  new 
batteries  join  the  company's 
exciting  ranges  of  zinc  chloride 
batteries  and  torches.  The  new 
pre-packed  display  units  are 
available  with  both  the  zinc 
chloride  and  new  alkaline 
batteries.  Hi-tech  Batteries.  Tel: 
081-7432255. 

Preparation  H  is  being  advertised  in  a 
national  Press  campaign  this 
Summer.  The  advertisements 
show  a  sufferer  with  mouth  tightly 
zipped,  and  are  headlined:  "If  one 
in  three  people  suffer  from  piles, 
how  come  nobody  talks  about  it?" 
reflecting  the  reluctance  to 
discuss  the  condition  and  seek 
help.  They  will  run  in  daily  and 
Sunday  newspapers  until  the  end 
of  July.  Whitehall  Laboratories. 
Tel:  071-6368080. 
Reckitt  &  Colman  have  a  special  offer 
on  their  Dettol  and  Dettol  Fresh 
this  Summer.  Consumers  will 
have  the  chance  to  win  one  of 
eight  Volvo  440s  in  a  series  of  free 
draws  taking  place  between  July 
and  October.  All  entrants  have  to 
do  is  suggest  four  uses  for  Dettol 
in  and  around  the  home,  the 
company  says.  Entry  forms  are 
collarettes  on  the  250ml  and 
500ml  bottles.  Reckitt  &  Colman. 
Tel:  0482  26151. 
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How  can 
Heinz  help  you 


more 


sell 
babyfoods 
than  you  did 
last  year? 


WlfflilfllMI 


COUNTERPOINTS 


Stay  cool 
with  Lilac 


Elida  Gibbs  have  added  a  new 
variant  to  their  Sure  range.  Cool 
Lilac,  a  fresh,  romantic  fragrance, 
is  the  fourth  variant  in  their  female 
range. 

Cool  Lilac  is  available  in 
aerosol  (150ml  £1.38,  200ml 
£  1 . 62 )  and  roll-on  (45g  £0 . 9 1 ) . 

In  addition,  the  other  three 
fragrances  —  Cool  Blue,  Cool 
Pink,  Cool  Amber  —  have  been 
improved. 

Sure  will  be  advertised  on 
television  during  Summer  with  the 
"What  a  Croc"  commercial. 
Elida  Gibbs.  Tel:  071-4861200. 


More  Alberto 
One  Step 

Alberto  One  Step  is  now  available 
in  a  300ml  size,  retailing  at  £2.19. 

The  brand  now  accounts  for 
4.1  per  cent  of  the  two-in-one 
shampoo  and  conditioner  market. 
Support  includes  a  £1.8  million 
television  campaign,  emphasising 
its  three  levels  of  conditioning  and 
unisex  appeal.  Alberto-Culver  Co. 
Tel:  0256  57222. 


Gentler  Bal 

Fresh 

Scott  have  introduced  hypo- 
allergenic  Baby  Fresh  wipes, 
containing  aloe  vera. 

Baby  Fresh,  now  marketed  as 
"naturally  gentle",  comes  in 
packs  of  42,  84  and  a  travel  pack  of 
six.  The  84  size  also  comes 
fragrance-free  for  babies  with 
extra  sensitive  skin. 

The  brand  will  be  supported  by 
an  advertising  and  sampling 
campaign,  aimed  at  mothers  with 
children  under  two  years  old. 
Scott.  Tel:  0342  327191. 


Bathtime  offers 
with  Bddcclds 


Smithkline  Beecham  are 
promoting  Badedas  bath  and 
shower  products  this  Summer 
with  a  range  of  offers. 

From  mid-June  Badedas  bath 
gelee  (900ml)  will  come  with  a 
free  Badedas  soap  (125g),  worth 
£1.69,  inside  the  box. 

With  the  Badedas  300ml 
original  bath  gelee  consumers  will 
receive  a  free  50ml  trial  size 
shower  gelee  inside  the  pack. 
Both  offers  will  be  highlighted  with 
promotional  flashes  on-pack. 


In  addition,  consumers  can 
claim  a  free  175g  box  of  Thorntons 
chocolates  (worth  £2.79)  with 
200ml  Badedas  shower  gelee 
packs.  To  claim  the  chocolates, 
consumers  need  two  proofs  of 
purchase  from  the  promotional 
packs,  which  can  be  redeemed  at 
any  Thorntons  outlet.  A 
promotional  flash  will  highlight  the 
offer  and  showcards  will  be 
displayed  in  Thorntons.  The  offer 
closes  January  31.  Smithkline 
Beecham.  Tel:  081-560 5151. 


1                   ON  TV  NEXT  WEEK  | 

GTV  Grampian 
B  Border 
BSB  British  Sky 
Broadcasting 
C  Central 

CTV  Channel  Islands 
LWT  London  Weekend 

C4  Channel  4                    TV-am  Breakfast  Television 

U  Ulster                         STV  Scotland  (central) 

G  Granada                        Y  Yorkshire 

A  Anglia                         HTV  Wales  &  West 

TSW  South  West              TVS  South 

TTV  Thames  Television      TT  Tyne  Tees 

Anadin  Extra: 

U,STV,G,C,TT,C4  &  TV-am 

Clorets: 

All  areas 

Imperial  leather: 

Y,A,TSW,TVS,LWT&TTV 

impulse  ttodyspray: 

All  areas  except  TVS, TV-am  &  Sky 

Kyotni: 

All  areas  except  TV-am  &  Sky 

Libra  Bodyform: 

All  areas  except  CTV, LWT,  TTV  &  C4 

Listerine/Coolmint: 

All  areas 

Milupa  infant  foods: 

TV-am 

Nicorette: 

LWT,G,TVS,U,STV 

Peaudouce  "Ultra  T": 

All  areas 

Slim-Fast: 

All  areas  except  G,Y,  A,CTV,  &  TT 

Sure  tor  Women- 

All  areas  except  TVS, TV-am  &  Sky 

Wrigley's  Extra/Orbit  sugar-free  chewing  gum:  G 

Win  a  tropical 
holiday 

Pond's  Cream  and  Cocoa  Butter 
lotion  will  feature  an  on-pack 
promotion,  offering  the  chance  to 
win  a  holiday  in  St  Lucia. 

On-pack  collars  on  all  sizes  will 
invite  consumers  to  list,  in  order 
of  priority,  the  necessary  qualities 
of  an  effective  moisturiser.  The 
offer  closes  on  March  31  1992. 
Elida  Gibbs.  Tel:  071-4861200. 

Vital  Oils  for 
health  and 
beauty 

Seven  Seas  are  backing  a  book  on 
beauty  oils  by  ITV  This  Morning's 
health  expert  Liz  Earle. 

Vital  Oils  (£6.99)  is  claimed  to 
be  the  first  dietary  guide  to  the 
health  and  beauty  benefits  of  plant 
oils. 

Published  by  Edbury  Press, 
the  book  will  be  promoted  on  ITV, 
serialised  in  the  Daily  Express,  and 
featured  in  Woman.  A 
counterpack  of  ten  copies  is 
available.  Edbury  Press.  Tel: 
071-9739680. 


BRIEFS 


Schering-Plough  have  produced  point 
of  sale  material  you  can  wear  to 
promote  their  Lacto  Calamine 
brand.  The  t-shirt  features  lotion 
graphics  on  the  front  and  cream 
graphics  on  the  rear.  Schering- 
Plough  Consumer  Health.  Tel: 
0638  716321. 

The  new  Carnation  shelf  unit 
promotion  has  been  extended  due 
to  popular  demand.  It  will  be 
available  until  the  end  of  the 
month.  The  offer  includes  30 
Carnation  corn  caps  and  six 
verucca  treatments.  Cuxson 
Gerrard&  Co.  Tel:  021-544  7117. 
Clairol  will  be  offering  consumers 
£3  cash  back  when  they  buy  Nice 
'n  Easy  from  July.  Packs  will  be 
flashed  with  the  offer,  with  full 
details  inside.  Consumers  will 
receive  £1  in  return  for  two  cash- 
back  packs,  £2  for  three  and  £3  for 
four.  Bristol-Myers.  Tel:  0895 
639911. 

Griptight  have  repackaged  their  teat 
twin  pack  in  a  hanging  blister 
format.  The  new  pack  will  retail  at 
about  £0.68.  Lewis  Woolf 
Griptight.  Tel:  021 414 1122. 
The  first  Fish  for  Life  week  takes  place 
from  June  24-30  and  is  aimed  at 
raising  public  awareness  of  the 
benefits  of  fish  oils.  Leaflets  are 
available.  Tel:  071-602  7131. 
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A  free 
can  opener 

with 
every  can. 


to  develop.  We  researched  it  with  mothers 
arid  they  loved  it.  And  it  sells.  When  Heinz 
changed  over  to  ring-pull  cans  in  Australia, 
sales  soared  bv  10%. 

So  be  sure  you've  got  enough  extra  stock 
to  cope  with  the  demand. 


Heinz  already  sell  more  Babyfoods  than 
the  rest  of  the  market  put  together.  (51.2% 
share  of  the  total  market)*  And  to  stay 
mothers'  favourite,  we're  making  our  cans 
even  more  convenient. 

Our  new  ring-pull  has  taken  several  years 


mm 




Walker  steps 
down 

It  was  in  1975,  16  years  ago,  that 
I  first  asked  the  membership  to 
support  my  candidature  for  the 
Council  of  the  Pharmaceutical 
Society.  I  was  given  a  resounding 
vote  of  confidence  and,  except  for 
a  short  period  of  absence  due  to  ill 
health,  have  been  re-elected  ever 
since  —  a  total  of  14  years  served. 
It  is  now  an  appropriate  time  ti  >  be 
looking  again  at  my  manifesto  of 
1975  to  see  if  it  has  been 
worthwhile.  I  said  then:  "It  is  my 
sincere  belief  that  the  Society's 
Council  is  out  of  touch  with  the 
majority  of  pharmacists".  The 
only  changes  that  I  can  ascertain  is 
that  we  now  have  more 
pharmacists  and  Council  is  more 
out  of  touch,  witness  the  demand 
for  a  Community  Practice  Group. 

To  quote  1975  again:  "I  offer 
to  the  membership  my  youth 
enthusiasm,  drive  and  sincerity  as 
my  contribution  to  a  better 
tomorrow."  My  dilemma  now  is 
to  evaluate  whether  all  the  years, 
the  time,  and  the  money  can  be 
justified  in  the  interests  of  the 
Society  and  this  member  of 
Council  and  his  family. 

There  have  been  some 
personal  successes,  notably  the 
Clothier  Committee  and  the 
revision  of  the  Code  of  Ethics 
(remember  the  Care  Chemist 
case),  and  I  have  successfully 
chaired  the  Organisation,  Ethic 
and  Law  Committees  over  a 
period  of  years. 

On  the  reverse  side  we  had 
the  Nuffield  Report,  which  I 
regarded  as  the  biggest  non-event 
since  the  war,  followed  by  the 
endless  supervision  meetings. 

More  regretable  is  that 
Council  is  still  utterly  conformist 
and  seems  to  be  afraid  of 
developing  both  members  and 
policies  who  will  give  the  dynamic 
lead  so  urgently  needed. 


Having  measured  the  most 
effective  ways  of  using  my  time 
and  energy  (I  am  still  only  49),  I 
feel  my  time  has  run  its  course  on 
the  Council  of  the  Royal 
Pharmaceutical  Society. 

Accordingly,  I  have  written  to 
secretary  and  registrar  John 
Ferguson  tendering  my 
resignation. 


Graham  Walker 

Budleigh  Salterton 

Gibbs  tiger 
bites  back 

Among  dental  circles  bleeding 
gums  have  always  been  a  sign  that 
something  is  wrong  and  that  likely 
as  not,  gum  disease  lurks  at  the 
tooth  and  gum  margin. 
Unfortunately  many  people  still  do 
not  see  bleeding  as  a  sign  of 
danger.  It  is  for  this  reason  that 
the  most  recent  advertising 
campaign  for  Mentadent  P  Gum 
Health  Formula  Toothpaste  seeks 
to  establish  tins  link  in  a  simple  and 
empathetic  manner. 

As  a  therapeutic  toothpaste 
specifically  designed  to  help 
protect  teeth  and  gums, 
Mentadent  P  fully  supports 
Xraysers  point  of  view  (C&D  May 
25  1991)  —  an  effective  oral 
hygiene  routine  must  always 
involve  regular  visits  to  the 
dentist.  For  this  reason  every 
pack  Mentadent  P  includes  a 
leaflet  with  a  recommended  five- 
step  oral  hygiene  routine.  Step 
four  advises  visiting  the  dentist. 

Xrayser  is  right  to  refer 
patients  to  their  dentist  when 
selling  Mentadent  P,  but  he  might 
also  advise  them  to  read  the  pack 
leaflet.  Between  us  we  might  help 
to  persuade  people  that  dental 
health  requires  effective  daily  care 
and  regular  visits  to  the  dentist. 


Ian  Kingston 

Brand  manager,  Elida  Gibbs 


Rural  service 

The  extract  from  a  letter  sent  out 
by  Evesham  pharmacists  to  rural 
patients,  and  which  Dr  Roberts 
has  re-iterated  in  his  letter  (C&D 
p922),  says:  "If  you  opt  for 
dispensing  by  your  doctor  you  will 
have  no  option  but  to  travel  to  the 
surgery  to  obtain  your 
prescription  medicines.  You  will 
not  be  able  to  use  local 
pharmacies." 

Dr  Roberts,  chairman  of  the 
Dispensing  Doctors  Association, 
finds  objection  to  this  statement. 
One  wonders  how  Dr  Roberts 
expects  his  dispensing  patients  to 
get  their  medicines  from  the 
pharmacy  if  he  has  persuaded 
them  to  have  them  provided  from 
his  surgery.  Does  he  expect  the 
pharmacy  collection  and  delivery 
service  to  continue  for  a  doctors' 
dispensing  patients?  Is  he 
suggesting  that  the  prescriptions 
for  his  dispensing  patients  should 
be  supervised  by  the  pharmacist? 
Does  he  think  that  pharmacists 
should  check  and  advise  the 
patients  on  the  safety  of  the  choice 
of  the  drugs  provided?  One 
wonders  why  the  doctors  were  so 
keen  to  dispense  in  the  first  place, 
if  this  were  the  case.  But  we  all 
know  why,  don't  we? 

Personally,  I  think  the 
Evesham  letter  could  have 
included  a  great  deal  more 
information  as  regards  to  what 
patients  and  public  might  lose,  but 
the  statement,  judged  by  DDA 
standards,  was  restrained, 
truthful  and  helpful. 

Dr  Roberts'  response  to  it  is 
revealing  and  should  encourage  all 
pharmacists  in  a  similar  set  up  to 
ensure  that  patients  are  made  fully 
aware  of  what  they  are  letting 
themselves  in  for  by  transferring 
their  option  to  the  doctors. 

The  Department  of  Health  is 
calling  for  co-operation  between 
the  professions  and  the 
Government  agrees  that 
pharmacists  are  the  experts  in 
pharmaceutical  matters.  The 
sooner  the  supply  of  the  nation's 
pharmaceutical  needs  is  widely 


supervised  by  pharmacists,  the 
greater  will  be  the  benefit  for 
patients  and  for  doctors  as  well. 

A  health  service  monopolised 
by  doctors  is  gladly  becoming  a 
thing  of  the  past.  The  time  will 
come  when  dispensing  by 
unsupervised  and  unqualified  staff 
will  be  considered  an 
embarrassment  by  the  medical 
profession.  Greater  support  for 
the  rural  pharmacist  must  be 
geared  to  responsible  action, 
whenever  under  threat. 


John  Davies 

Secretaiy,  RPA 


Be  ex-clusive 

So,  Food  Brokers  intend  to  spend 
the  next  four  months  convincing 
customers  that  their  Mennen 
aftershave  gel  is  available  only 
from  Boots  (C&D,  May  25,  p862) 
after  which  the  rest  of  us  may 
stock  it. 

I  hope  independent 
pharmacists  will  join  me  in 
refusing  to  stock  this  product  or 
any  other  promoted  by  the 
invidious  "exclusive  to  Boots" 
method.  If  these  manufacturers 
found  themselves  left  with  just 
one  customer  they  might  rethink. 


A.J.  Hilton 

Peterborough 


Fairscan  users 

We  are  users  of  Fairscan  software 
and  would  be  interested  in  hearing 
from  any  of  your  readers  who  are 
also  users  of  this  software  with  a 
view  to  forming  a  Users  Group:— 
P.  Lappin,  tel:  051-236  0618,  R. 
Dean,  tel:  0283  35255. 


P.  Lappin  Liverpool 

R.  Dean  Burton  on  Trent 


ightly  fragranced  formula 
with  the  strength  of  coal  tar. 
*f  Does  not  stain  the  skin, 
clothes  or  bath. 
4  Leaves  the  hair  shiny  and 
easy  to  manage. 


OSYL 

A   P   O  O 


The  effective  scalp  treatment  in  a  cosmetic  shampoo. 


THE  'JAYKAY'tm 

STOMA  ADHESIVE  FLANGE  CUTTER 


An  easy  and  effective  way  to  cut 
circular-holes  in  "TWO  PIECE  SYSTEM" 
Stoma  adhesive  flanges  orthe  cutting 
of  holes  in  "Skin  Protectors  or  Wafers" 


The  cutter  may  be  adjusted  by  Stoma 
Care  Nurse,  or  user,  to  cut  the  exact 
size  hole  required  to  suit  the  stoma. 

Regular  sharpening  of  the  cutter  is  not 
required- 

The  cutter  does  not  require  constant 
cleaning  from  flange  plastic  adhesive 
material,  as  the  cutter  has  no  moving 
part  in  contact  with  flange  apart  from 
the  Knife  Blade,  which  is  automatically 
cleaned  when  withdrawing  it  through 
the  protective  flange  backing  after 
cutting  the  required  hole. 

A  useful  selfstanding  or  hanging  mirror 
will  be  supplied  with  each  cutter  (size 
162mm  -  1  1  8mm)  for  a  limited  period 
only 

J  K  ENGINEERING  LTD 

Raleigh,  Barnstaple 
Devon  EX31  4HY 
Telephone0271  43819 
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THE  BEST  EVER. 


Gillette  Sensor,  the  most  successful  shaving 
system  of  all  time,  now  launches  new  Sensor  70's. 

Sensor  5's  are  already  the  No.  7  blade  in  the  UK. 
They've  been  the  driving  force  behind  a  22%  value 
growth  in  the  blades  market.  While  the  Sensor  razor 
has  already  captured  more  than  52%  of  all  razor  sales. 

The  range,  which  is  highly  responsive  to  television, 
is  heavily  supported  by  a  £6.9  million  advertising 
campaign  as  well  as  currently  being  on  promotion, 
so  be  prepared  for  a  massive  increase  in  demand. 

With  a  premium  price  and  an  excellent  track 
record  for  increasing  the  profitability  of  the  razor  and 
blades  markets  -  Gillette  Sensor,  more  than  any  other 
shaving  system,  deserves  a  generous  display. 


2.1 


MILLION  TV  CAMPAIGN  NOW  RUNNING,  MAY/JUNE. 


DISTRIBUTION 


Distribution  turns  to  a 
technological  future 

Some  of  the  rumours  running  in  the  trade  came  to  f  ruitition  last  week  with  AAH  announcing  several  elements  of  their 

ongoing  rationalisation  programme  The  question  remains,  what  moves  do  the  other  players  in  wholesaling  and 
distribution  have  in  the  pipeline?  Wholesalers  AAH,  Unichem,  Medicopharma's  Macarthy  Medical  and  members  of  the 
voluntary  trading  organisation  Numark  have  some  of  the  highest  profiles  in  pharmacy  distribution.  ££0talks  to  them 
about  the  distribution  services  they  provide  and  their  plans  for  the  UK  and  Europe 


"Eleven  to  12  years  ago  we  were  looking  at  an 
industry  of  200  distribution  centres:  now  there 
are  around  80,"  says  Unichem's  operations 
director  Kelvin  Hide.  It  is  a  vivid  illustration  of 
the  way  pharmaceutical  distribution  in  the  UK 
has  been  changing  and  is  still  changing.  "I  see 
the  number  of  centres  going  down  to  50," 
says  Mr  Hide. 

Unichem  itself  operates  just  11  distribution 
centres,  backed  up  by  two  subsidiary  depots, 
the  one  at  Sheffield  handling  sundries  while  the 
Croydon  site  specialises  in  the  slow  moving 
surgical  lines.  Many  industry  observers  point 
to  this  streamlined  distribution  network  as 
being  an  important  part  of  the  Unichem 
success  story. 

In  terms  of  depots  Unichem  is  dwarfed  by 
the  29  sites  run  by  the  formidable  national 
wholesaler  AAH.  The  company's  marketing 
manager  David  Watkinson  puts  the  AAH 
approach  into  perspective:  "It  is  a  question  of 
striking  a  balance  between  operating 


efficiently  and  providing  a  service  to 
customers,"  he  says.  "There  are  always 
opportunities  to  improve  service  and 
efficiency  and  when  they  arise  we  take  action. 

"Whether  running  fewer  depots  maintains 
the  same  level  of  service  to  customers  is  often 
questioned,"  he  observes. 

Fundamental  difference 

This  points  to  a  fundamental  difference 
between  Unichem  and  AAH.  "AAH  have 
almost  30  distribution  centres;  I  believe  they 
will  have  to  rationalise  further,  says  Mr  Hide. 
They  have  already  come  down  from  42 . " 

AAH  have  certainly  not  been  idle.  They 
are  engaged  in  a  rationalisation  process  which 
includes  the  construction  of  a  new  depot  at 
Warrington,  the  recent  purchase  of  Barlcay's 
Grimsby  depot  and  the  closure  of  Ferrymans 
in  Reading  (C&D  last  week,  p963).  However 
"we  are  rationalising  not  necessarily 


reducing, ' '  says  AAH  marketing  director  Alan 
Turner.  "We  believe  in  a  mixture  of  large  and 
small  depots." 

Medicopharma  see  themselves  as  the  new 
boys  in  UK  though,  with  Macarthy  Medical 
and  E.H.  Butler  as  the  backbone  of  their 
operation  and  John  Baseley  in  the  driving  seat 
arguably  they  have  a  longer  pedigree. 

The  company  does  not  at  present  make 
any  claims  to  be  a  national  wholesaler  and 
distributor;  it  has  nine  depots,  including  one 
operated  by  Bournemouth  based  parallel 
import  company  Pharmaceuticals 
International,  which  operate  as  autonomous 
units. 

This  enables  the  general  manager  at  each 
site  to  make  instant  decisions  about  their 
business  and  also,  more  importantly  for  the 
customer,  quick  decisions  can  be  made  against 
any  request,  say  Medicopharma. 

Unichem  have  historically  adopted  an 
aggressive  pricing  policy  with  generics  and 
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parallel  imports.  They  have  recently  extended 
this  to  OTCs,  as  part  of  a  counter  attack 
against  shortliner  wholesalers.  The  company 
is  currently  offering  its  top  300  OTC  branded 
lines  permanently  net  priced  with  no  minimum 
order  and  normal  credit  terms. 

Under  the  direction  of  Terry  Norris 
Numark  have  undertaken  a  programme  of 
renewaJ  for  the  1990s.  A  retail  advisory  board 
has  been  established  to  operate  as  a  forum  of 
communications  between  the  main  board  of 
director,  Numark  central  office,  and  the 
organisation's  wholesale  and  pharmacist 
members.  A  pharmacy  loan  scheme  has  been 
introduced  and  a  new  retail  concept  launched 
to  give  retail  members  a  stronger  identity  for 
the  1990s. 

And  a  reflection  of  the  new  professionalism 
of  Numark  has  been  the  appointment  of  a 
network  of  professional  marketing  advisors. 

Switching  system 

Operating  29  depots  inevitably  poses  the 
problem  of  how  to  manage  stock  levels 
economically  while  providing  a  comprehensive 
service  to  the  retailer,  and  a  recent  innovation 
from  the  company  has  been  their  branch 
switching  system.  In  essence  this  allows  the 
company  to  draw  stock  from  any  of  its  depots 
to  complete  a  particular  order. 

The  system  is  very  much  computer- 
based.  On  receipt  of  an  order  it  is  checked 
against  stock  via  a  central  computer  link  to  the 
branches,  and  an  order  can  be  sent  out  to 
whichever  branch  has  the  lines  not  available 
locally. 

The  central  computer  at  Speke  is 
effectively  a  clearing  house  for  all  incoming 
orders,  says  Mr  Watkinson.  Out-of-stock  is 
only  likely  to  occur  when  a  manufacturer  is  not 
supplying  the  industry  in  general,  he  claims. 
On  NHS  items  AAH  are  very  disappointed  if 
they  are  not  hitting  97  to  98  per  cent  first  time. 

"For  some  time  we  have  been  running 
branch  switching  on  a  regional  basis;  now  we 
have  a  24  hour  transportation  system  which 
allows  us  to  operate  the  system  nationwide.  It 
provides  us  with  a  further  flexibility  than  we 
have  had  in  the  past. 

"One  reason  we  were  interested  in 
developing  the  switching  programme  is  that  it 
widens  the  network  from  which  we  can  draw 
stock  —  effectively  increasing  our  ability  to 
meet  our  customers'  orders. ' ' 

The  once-a-day  delivery  for  OTCs  and 
twice-a-day  for  ethicals  looks  to  remain  the 
industry  standard.  Certainly  AAH  have  no 
plans  to  change  the  arrangement:  customers 
require  that  level  of  service,  says  Mr 
Watkinson. 

Picking  automation 

For  Unichem,  an  important  part  of  the  way 
forward  is  the  automation  of  order  picking. 
"We  have  had  automatic  picking  units  in  our 
Chessington  and  Letchworth  depots  for  the 
past  eighteen  months,"  says  Mr  Hide.  The 
company  is  planning  to  introduce  the  system 
into  their  Preston  and  Hinckley  branches 
soon. 

"There  are  two  reasons  to  go  into 
automation;  the  first  is  labour  availability.  We 
have  continual  vacancies  to  fill  at  Chessington, 
and  Exeter  is  also  an  area  where  labour 
availability  is  tight.  Automatic  order  picking 
has  halved  the  requirement  for  labour  at 
Chessington,  and  there  is  scope  for  it  to  handle 
growth  in  the  business. 

"It  also  takes  less  time  to  process  orders; 
we  could  process  an  entire  batch  of  orders  at 


Chessington  in  just  40  minutes,  while  under  a 
manual  system  you  would  need  to  spend  over 
three  hours. 

"We  have  seen  the  benefits  of  this  when 
we  have  taken  on  more  accounts;  we  can  slot 
these  into  our  existing  schedules  with  no 
disruption."  Unichem  reckon  to  provide  90 
per  cent  service  levels :  ' '  We  believe  we  have 
the  most  comprehensive  range  of  all 
wholesalers." 

Medicopharma  are  putting  their  faith  in  a 
new  £3  million  computer  system  for  the 
group,  to  improve  buying  knowledge  and 
customer  information.  It  will  be  able  to  look  at 
sales  of  the  top  50  OTCs  across  the  board  in 
different  locations,  group  sales  and  marketing 
executive  John  Herbert  told  C&D.  This  is 
intended  to  be  part  of  the  Medicopharma 
service  and  customers  will  not  have  to  pay  for 
it  separately.  The  company  expects  to  have 
the  system  in  place  in  six  months  time. 

Unichem  are  taking  a  tighter  approach  to 
stock  management.  "We  continue  to  maintain 
a  high  in-stock  position,"  says  Mr  Hide, 
"though  it  is  a  question  of  striking  a  balance 
against  stock  investment.  From  time  to  time 
we  look  at  lines  which  are  not  selling. 

"Improved  stock  management  systems 
mean  we  are  getting  better  stockturn  on  OTC 
while  still  maintaining  our  service  levels." 


AAH's  Healthcare  and  Home  Products 
catalogue  gives  pharmacists  access  to  items  too 
large  to  hold  in  stock  —  even  wheelchairs 


Short-line  threat 

Numark  do  not  expect  the  future  of 
pharmaceutical  distribution  to  be  an 
untroubled  one.  As  Numark  chairman  Douglas 
Low  told  the  VTO's  1991  convention,  one  of 
the  sea  changes  in  the  industry  has  been  on 
the  distribution  side,  where  short-line 
operators,  direct  selling  by  manufacturers, 
and  parallel  importing  were  threatening  the 
system  of  supply.  He  hopes  the  current 
Department  of  Health  distribution  review  will 
result  in  a  differential  wholesale  margin  which 
accurately  reflects  the  cost  and  level  of  service 
achieved.  But  an  effective  VTO  can  create 
resources  which  otherwise  would  not  exist 
and  can  give  a  retail  identity  to  attract  new 
consumers  to  Numark  pharmacies,  he  said. 

Mr  Watkinson  of  AAH  believes  a  number 
of  retailers  are  discontinuing  the  use  of 
second-line  wholesalers:  "They  don't  need 
them.  In  many  cases  it  is  better  to  be  certain 
of  the  product  in  24  hours  and  get  the  full  level 
of  discount,"  he  says. 

"But  hardware  is  fuelling  the  trend,  too. 
Retailers  are  acquiring  our  hardware  and 
getting  the  benefit  of  our  buying  power. ' ' 


AAH  make  a  virtue  of  putting  together 
their  own  integrated  computer  packages  for 
pharmacists  and  developing  the  software  in- 
house.  "We  are  travelling  down  a  pre- 
determined route;  we  wish  to  be  the  master 
of  our  own  destiny.  Software  houses  come  and 
go,  which  can  leave  you  vulnerable.  We  can 
make  sure  our  program  team  arc  writing 
programs  suitable  for  pharmacists. 

The  company  has  recently  introduced  a 
new  Linktop  computer  for  pharmacists  and  it 
is  very  pleased  with  the  numbers  taken  up  to 
far:  "We  had  orders  for  around  30  of  the 
laptops  in  the  first  two  weeks. 

"We  needed  to  have  something  in  place  to 
start  replacing  existing  hand  programmed 
equipment,  which  is  really  just  an  order-entry 
device.  We  see  the  Linktop  as  not  just  a 
replacement  but  as  an  extra  arm  for  the 
pharmacist. ' ' 

Unichem  have  also  noted  a  polarisation  of 
accounts,  with  more  and  more  pharmacists 
putting  all  their  business  into  the  hands  of  a 
single  wholesaler,  as  the  top  level  of  discount 
is  now  substantial. 

"If  you  look  at  the  size  of  the  clawback  you 
can  see  the  pharmacist  needs  that  top  level  of 
discount." 

The  next  phase  in  AAH's  strategy  is  likely 
to  be  the  development  of  EPoS:  "It  is 
probably  one  of  the  most  important  steps 
pharmacy  will  take  in  improving  its  abilities. 
But  to  be  effective  systems  must  be  cost- 
effective,  ' '  argues  Mr  Watkinson,  and  to  date 
capital  costs  in  the  UK  have  been  prohibitive. 

AAH  maintain  that  existing  EPoS  systems 
are  for  the  most  part  general  systems.  "Until 
such  time  as  we  can  get  the  right  equipment 
with  the  right  architecture  and  software  we 
will  not  be  pressing  EPoS  with  vigour.  But  the 
time  is  approaching  when  we  will  be  able  to  get 
an  attractive  package  together  for  the 
pharmacy. 

"For  AAH  that  time  may  well  come  within 
the  next  12  months,  but  until  then  I  wouldn't 
advise  EPoS,"  says  Mr  Watkinson. 

Unichem  have  a  fleet  of  some  350  vehicles 
covering  around  1 7  milli(  in  miles  a  year  and  the 
company  intends  to  continue  to  run  its  own 
fleet.  "We  looked  at  contract  hire  some  1<S 
months  ago  but  it  is  not  cost  effective,"  says 
Mr  Hide.  Besides,  Unichem  value  the  contact 
the  drivers  have  with  their  customers.  "We 
realise  we  must  have  our  own  employees  as 
drivers;  it  is  crucial  to  maintain  that  personal 
contact. 

"That  contact  is  maintained  in  two 
important  ways;  the  drivers  going  into  each 
shop  twice  daily  and  through  the  company's 
customer  service  department  in  each  branch. 

"With  98  per  cent  of  our  business  now 
coming  in  on  electronic  ordering  it  would  be 
very  easy  to  lose  that  personal  contact ,  but  the 
pharmacists  still  want  it."  To  reinforce  this, 
Unichem  stage  regular  "at  homes"  at  the 
depots  where  customers  have  the  opportunity 
to  meet  senior  management  figures. 

The  company  is  currently  pursuing  an 
incremental  approach  to  developing  its 
services.  "We  are  working  on  making  our 
customer  more  aware  he  is  not  alone  in  his 
pharmacy,  and  have  been  doing  a  lot  at  the 
pharmacy  end  of  the  distribution  chain. 

"Our  order  entry  systems  are  developing 
all  the  time  and  we  continue  to  supply 
merchandising  support."  In  line  with  this, 
Unichem  have  recently  introduced  their  own 
planogram  system  to  their  customers. 

Mr  Hide  notes  that  the  medicines 
inspectorate  are  paying  particular  attention  to 
the  quality  of  wholesaling  and  storage  at 
continued  on  plOOO 
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UniChem  pic,  UniChem  House,  Cox  Lane,  Chessington,  Surrey  KT9  1SN.  Tel:  081-391  2323. 


Dispensed  free  to 
every  UniChem  chert 

As  well  as  our  exciting  new  monthly  offers,  don't  forget  we  can 
also  supply  a  long  list  of  sundries,  surgical  products  and  electrical 
goods  at  discount  prices. 

There's  also  a  very  healthy  profit  to  be  made  from  our  wide 
range  of  own  brand  products.  Not  to  mention  the  many  products 
from  our  Simple  Solutions  catalogue,  for  the  special  needs  of  your 
elderly  and  disabled  customers. 

And  remember,  we're  also  sole  UK  distributors  for  EverReady, 
Pharmaton,  Freshtex  and  One  Touch. 

Not  only  do  we  get  all  these  goods  to  you  in  record  time  via 
our  nationwide  delivery  network,  we  also  help  you  sell  them. 

Whenever  we  run  a  national  consumer  promotion,  for  example, 
you  enjoy  the  spin-off.  Whilst  our  teams  of  trained  merchandisers, 
shopfitting  experts  and  pharmacy  marketing  specialists  are  all  on 
hand  to  show  you  how  to  pull  in  even  more  customers. 

And  when  business  gets  so  good  you  want  to  expand, 
or  move  to  new  premises,  we  can  even  help  finance  the  deal. 

With  regular  tonics  like  these,  being  an  independent  is 
anything  but  a  pain. 

UniChem 


HELPING  YOU  BUILD  YOUR  BUSINESS 
THROUGHOUT  THE  YEAR. 


DISTRIBUTION 


present.  "They  are  looking  at  how  well  each 
wholesaler  is  ordering  his  operation,  what 
conditions  he  keeps  the  stock  in,  and  how  the 
business  goes  about  quarantining  out-of-date 
product." 


Delivery  frequency 

Unichem,  like  AAH,  do  not  foresee  a 
reduction  in  delivery  frequency.  "A  reduction 
from  twice  to  once  a  day  would  mean  an 
increase  in  the  stocks  held  in  pharmacies  — 
space  in  many  cases  they  haven't  got. 
Currently  prescriptions  can  be  filled  within 
four  to  five  hours  —  which  is  the  way  it  should 
be." 

All  three  companies  have  their  eyes  on 
Europe  and  what  the  single  market  will  mean 
for  their  businesses.  Medicopharma  is  a 
founder  member  of  FPN,  a  pan-European 
wholesale  alliance.  It  recognises  that  national 
differences  will  persist  after  1992,  say 
Medicopharma,  and  the  alliance  is  an 
alternative  to  trying  to  operate  in  each  others' 
countries. 


Activity  in  Europe 


FPN  objectives  cover  information  exchange, 
taking  advantage  of  economies  of  scale  when 
sourcing  product  lines,  to  exploit  EC-wide 
own  label  generics  and  OTCs  and  to  help 
manufacturers  distribute  to  Europe. 

AAH's  European  links  are  being  forged 
through  Tredimed,  a  joint  venture  company 
which  spans  three  companies  with  different 
marketing  backgrounds,  different  ways  of 
working  and  differing  philosophies. 

"Individual  licensing  terms  and 
government  restrictions  preclude  widescale 
co-operation.  Until  European  legislation  starts 
changing,  that  it  is  hard  to  see  where  the 
benefits  are  at  the  prescription  end  of  the 
business,  but  buying  and  marketing  initiatives 
for  front-of-shop  goods  are  possible. ' ' 

The  group  hopes  that  by  developing 
relationships  with  suppliers  now  they  will  be 
able  to  forestall  manufacturers  making  them 
subject  to  their  own  plans. 

"Whether  pharmacy  will  see  true  pan- 
European  wholesaling  is  another  matter;  the 
sourcing  of  products  may  be  improved, 
benefiting  the  pharmacist." 

Unichem  recognise  that  there  is  a 
tremendous  amount  of  activity  in  Europe  at 
present  with  the  various  cross-border 
alliances  and  acquisitions.  The  company's 
strategy  is  to  use  PAG  Pharma-Holdings,  a 
joint  eventure  involving  the  Germany 
win  ilesaler  Egwa-Wiveda  and  the  Dutch  OPG 
group,  as  a  vehicle  to  position  itself  to  take 
advantage  of  what  happens  post-1992. 

The  line-up  is  an  impressive  one  with 
PAG's  participants  occupying  50  per  cent  of 
the  Dutch  market,  18  per  cent  in  Germany  and 
Unichem' s  25  percent  of  the  UK.  In  addition 
PAG  owns  18  percent  of  German  wholesaler 
Anzag,  bringing  them  around  37  per  cent  of 
the  German  market  in  total.  "PAG  is  an 
organisation  of  £3  billion  in  sales,"  says 
Unichem's  management  services  director 
David  Walker. 

PAG  is  very  much  an  organisation  of  like 
minds.  OPG  have  already  embarked  on  a 
conversion  program  similar  to  Unichem's  and 
Egwa-Wiveda  have  plans  to  do  the  same  in  the 
longer  term.  PAG  is  seen  by  Unichem  as  a 
vehicle  for  acquisition,  and  it  also  provides 
opportunities  for  trading. 

"Initially  we  will  use  our  three-partner 
collective  for  its  buying  power  for  OTCs 


The  Unichem  distribution  chain ,  from  taking  the  order  through  picking  the  items  to  delivoy 

A  family  philosophy 

While  Sants  may  have  had  to  put  their  more  ambitious  plans  of  a  few  years 
ago  on  ice,  regional  wholesalers  remain  a  valuable  part  of  the  distribution 
chain,  Sants  chief  executive  and  chairman  Gerald  Brooks  tells  C&D 


After  dipping  their  toes  into  the  Numark  pool 
and  finding  the  water  not  to  their  liking,  the 
Stoke-on-Trent  based  wholesalers  Sants  have 
reverted  to  the  status  they  enjoyed  two  years 
ago,  amid  expressions  of  mutual  respect  and 
good-will  from  both  parties. 

When  C&D  ran  a  wholesaling  special 
feature  in  1988  Sants  looked  to  be  on  the 
offensive,  with  the  prospect  of  a  new 
warehouse  bringing  their  ethicals  and  OTC 
operations  together  onto  one  site,  funded  by 
Sants  becoming  a  public  company.  Today 
Sants  still  operates  from  the  two  warehouses 
due  for  replacement  in  those  1988  plans.  The 
prospect  of  pharmacist  investment  to  help 
refinance  the  business  has  also  been  shelved. 

The  changing  face  of  wholesaling  and 
distribution  has  not  helped  Sants,  and  Gerald 
Brooks  is  candid  that  the  Unichem  share 
scheme  and  conversion  contributed  to  their 
decision  not  to  proceed. 

Yet  Mr  Brooks  remains  positive  about  the 
future  of  independent  wholesaling  and  its 
distinctive  role  in  the  distribution  chain. 

Family  atmosphere 

With  Mr  Brooks  chairman  and  chief  executive 
and  daughter  Julie  the  purchasing  supervisor 
in  the  counter  products  division,  Sants  has  a 
family  atmosphere  which  reflects  their 
approach  to  their  customers,  albeit  stiffened 
with  a  backbone  of  professionalism.  '  'We  are 


not  a  family  company  but  we  operate  as  though 
we  are  one,"  admits  Mr  Brooks. 

Service  combined  with  low-cost  pricing  is 
their  keynote.  "It  is  a  concept  which  allows 
pharmacists  dealing  with  us  to  compete  with 
the  drugstores  and  supermarkets,"  argues 
sales  and  marketing  manager  Stephen 
Edwards.  In  line  with  this,  one  of  purchasing 
supervisor  Julie  Brooks'  main  tasks  is  to  make 
sure  the  prices  that  Sants'  charge  are  at  least 
on  a  par  with  those  of  the  company's 
competitors. 

Mr  Edwards  is  optimistic  about  the  pricing 
levels  wholesalers  can  make  on  OTCs. 
"Manufacturers  now  see  the  need  to  start 
getting  margins  raised,"  he  says,  though  at 
the  end  of  the  day  the  level  of  margins  can  only 
be  "what  the  market  will  bear". 

"We  are  the  only  wholesalers  to  send  a 
rep  into  each  pharmacy  every  week;  it  means 
the  pharmacist  can  talk  over  problems  and 
discuss  levels  of  service,"  says  Mr  Brooks. 

Six  years  ago  Sants  made  the  strategic 
decision  to  develop  their  OTC  service,  and 
this  now  represents  around  a  third  of  the 
company's  business. 

Service  and  savings 

On  the  OTC  side  Sants  are  concentrating  their 
marketing  strategy  round  their  "service  and 
savings"  concept,  typified  by  their  weekly 
marketing  advice  to  their  customers. 
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Don't  play...  com 

Douglas  Low,  managing  director  of  John  Hamilton  (Pharmaceuticals)  and 
chairman  of  the  voluntary  trading  organisation  Numark  and  Stewart 
Macpherson,  Hamilton's  operations  director,  give  their  personal  views  on  the 
role  of  computers  in  contemporary  distribution 


common  throughout  Europe,  though  we  are 
likely  to  move  into  generics  and  branded 
pharmaceuticals  if  and  when  the  restrictions 
go,"  says  Mr  Walker. 

"There  will  also  be  a  need  for  non- 
European  manufacturers  to  have  a  single 
distribution  available  to  them;  for  example  the 
Japanese  drug  manufacturers. ' ' 

Mr  Walker  emphasises  the  level  of 
commitment  of  PAG.  "PAG  is  the  only 
European  pharmaceutical  wholesaling  group 
where  the  members  have  put  in  a  substantial 
financial  commitment.  Unichem  is  committed 
to  the  extent  of  £4  million.  Compare  that  with 
Tredimed;  it  is  just  three  names  on  a  piece  of 
paper." 

Pan-European  wholesaling  and  distribution 
organisations  are  not  good  news  for  everyone. 
Mr  Walker  believes  some  manufacturers  are 
concerned  that  such  groups  will  squeeze  extra 
margins  out  of  them. 

But  there  are  substantial  savings  to  be 
made  for  manufacturers  too;  if  they  have  a 
single  drop  for  orders,  for  example. ' ' 

Mr  Walker  says  it  is  "fair  to  say"  that 
France  is  the  highest  priority  for  PAG.  "We 
would  like  to  have  direct  representation  there, 
though  a  domestic  wholesaler  joining  PAG. ' ' 
By  contrast  he  regards  the  Italian  and  Spanish 
markets  as  "difficult  and  diverse",  with 
hundreds  of  small  wholesalers. 

"I  believe  there  will  be  just  four  or  five 
major  groups  in  Europe  by  the  end  of  the 
century. 

'  'The  wholesaling  industry  is  entering  its 
biggest  period  of  change  ever. ' ' 


This  has  been  a  "phenomenally 
successful"  enterprise,  according  to  Mr 
Edwards.  "Manufacturers  pay  us  to  advertise 
their  lines  in  our  marketing  advice .  This  avoids 
them  the  expense  of  using  their  own  team  of 
reps,  so  saving  cash  —  it  spreads  the 
overheads  between  Sants  and  the 
manufacturers,  effectively."  Conversely, 
revenue  from  the  sales  promotion  material 
helps  Sants  fund  their  own  team  of  reps,  which 
has  recently  been  doubled,  though  still 
numbers  less  than  half  a  dozen. 

But  running  a  lean  operation  is  one  of  the 
benefits  of  trading  in  a  50  mile  radius  of  base, 
with  a  catchment  area  which  includes  both  the 
Birmingham  and  Manchester  conurbations. 

"About  one  fifth  of  the  UK  population  is 
within  50  miles  of  Stoke-on-Trent, ' '  says  Mr 
Brooks.  Not  that  the  company  has  the 
territory  to  themselves,  even  in  terms  of 
independents;  both  SOT  and  Mawdsley  are 
competitors.  Even  so,  Stoke-on-Trent  is 
traditionally  a  low-cost  area,  an  important 
factor  when  your  strategy  is  to  compete  on 
price. 

Mr  Brooks  believes  Sants  also  have  an 
edge  with  their  computer  system  which  is 
faster  than  Unichem  or  AAH,  says  Mr 
Brooks.  Sants  were  relatively  early  into 
computers  and  their  compact  system  includes 
an  optical  disc  storage  system  for  invoices. 
The  software  specialist  who  produced  the 
original  programming  is  currently  working  on 
an  EPoS  system  for  Sants. 

The  independents'  relationship  with,  and 
perception  by  the  manufacturers  is  essential 
for  them  to  flourish,  believes  Mr  Brooks. 
"Senior  sales  directors  of  national  companies 
are  recognising  what  sort  of  market  we  are 
operating  in.  We  continue  to  put  to 
manufacturers  that  our  place  in  the  general 
mix  is  an  important  one."  He  sees  the 
existence  of  the  independents  as  insurance  for 
the  producers  that  an  over-concentrated 


"The  use  of  up-to-date  information 
technology  is  an  integral  part  of  wholesalers' 
overall  performance,"  says  Douglas  Low, 
managing  director  of  John  Hamilton 
(Pharmaceuticals)  Ltd  and  chairman  of  the 
voluntary  trading  organisation  Numark. 

"To  remain  competitive,  a  wholesaler 
must  make  the  necessary  investment  in 
appropriate  computer  systems.  It  is  no  good 
waiting  for  the  price  of  systems  to  come  down 
—  because  in  the  meantime  you  lose  ground 
perhaps  irretrievably.  By  contrast,  intelligent 
investment  in  appropriate  systems  will  soon 
pay  for  itself  through  the  profits  the  improved 
efficiency  generates.  It  will  also  enable  you  to 
invest  in  the  next  level  of  technology  that  will 
set  you  up  for  the  future. ' ' 

John  Hamilton  (Pharmaceuticals)  Ltd 
claims  to  be  the  first  regional  pharmaceutical 
wholesaler  to  have  installed  a  live  on-line 
processing  system  to  handle  retailers'  orders. 
This  major  step  forward  took  place  in  1973  — 
which,  in  terms  of  computing  technology,  was 


wholesale  and  distribution  industry  cannot 
dictate  factory  gate  margins.  "Manufacturers 
ought  to  consider  their  own  positions  when 
they  do  special  deals  with  the  nationals 
because  it  weakens  their  own  position." 
Manufacturers  do  not  want  to  see  wholesaling 
in  the  hands  of  two  or  three  big  companies, 
argues  Mr  Brooks. 

While  other  independents  are  the 
competition  on  the  OTC  side,  for  ethicals  the 
competition  comes  from  the  national 
wholesalers. 

Only  about  3  or  4  per  cent  of  Sants 
business  is  in  hospitals,  and  Mr  Brooks  admits 
there  are  specific  difficulties.  "You  have  got 
to  be  in  on  the  contracting  for  this  market, ' '  he 
says.  Wellcome  give  us  the  contract  price,  but 
not  all  the  manufacturers  do" .  Sants  however, 
do  a  lot  of  business  with  hospitals  on 
diamorphine . 

Generics  currently  account  for  about  6  per 
cent  of  Sants  business,  and  Mr  Brooks  admits 
it  should  be  more. 

'  'The  reason  it  isn't  is  due  to  short-liners 
offering  discounts  on  a  restricted  range. 

Full-line  defence 

Mr  Brooks  is  a  stout  defender  of  full-line 
wholesaling:  "If  a  manufacturer  chooses  to 
supply  short-liners  I  would  argue  it  is  doing  its 
industry  a  disservice. 

He  points  to  Glaxo  as  an  example  of  an 
enlightened  company  in  this  respect:  "They 
are  aware  of  the  importance  of  the  position  in 
the  market  of  independent  wholesalers. ' ' 

"Sants  makes  products  like 
ethinyloestradiol  available  as  part  of  the 
service;  we  don't  make  any  money  on  it,  but 
if  the  hospital  prescribes  it  the  patients  should 
be  able  to  have  it."  He  says  90  per  cent  of 
turnover  is  from  10  per  cent  of  the  product 
lines  carried .  "  We  are  looking  for  companies 
like  Glaxo,  Smithkline  Beecham  and  Ciba 


a  very  long  time  ago.  It  has  since  been 
developed  by  the  company,  in  conjunction  with 
software  systems  house  Cypher,  to  become 
a  leading  system  for  wholesalers  both  in  the 
pharmaceutical  trade  and  in  other  wholesaling 
sectors. 

"When  we  had  satisfactorily  installed  this 
system,  we  knew  that  we  could  not  rest  on  our 
laurels  —  but  that  we  had  to  continue  to  evolve 
our  system  to  keep  abreast  of  technological 
developments,  and  to  keep  ahead  of  the 
competition.  We  were  also  keen  to  continue  to 
improve  its  performance/price  ratio," 
explains  operating  director  Stewart 
Macpherson.  "We  therefore  continued  to 
evolve  the  software  in  conjunction  with  our 
suppliers,  software  system  house  Cypher." 

Customer  service 

Particular  priority  was  given  to  the  interface 
between  John  Hamilton's  sales  office  staff  and 
continued  on  pi 002 

Geigy  to  recognise  the  situation  and  support 
full-liners." 

Mr  Brooks  also  sees  the  "branded 
generic"  syndrome,  where  multiple  retailers 
negotiate  a  discount  where  they  undertake 
only  to  stock  a  particular  manufacturers' 
products,  as  a  growing  problem  for 
independent  wholesalers. 

Onward  to  Europe 

The  impact  of  Europe  brings  Mr  Brooks  to  the 
independent  wholesaler  organisation  Onward, 
of  which  he  is  a  former  chairman.  He 
recognises  that  the  major  wholesale  and 
distribution  companies  in  the  UK  are  well  into 
the  process  of  making  affiliations  with  their 
European  counterparts  which,  if  they 
succeeded  in  using  their  potential  buying 
power  could  put  the  independents  at  a 
disadvantage  in  the  long  term. 

He  sees  Onward,  the  trading  organisation 
of  independent  wholesalers,  as  a  vehicle  to 
meet  this  challenge. 

In  the  past  Onward  has  been  more  of  a 
talking  shop  and  provider  of  statistical 
comparisons,  but  now  its  role  must  be  to  co- 
ordinate its  members  actions  and  meet  the 
challenges  of  a  changing  market  place. 

"One  possibility  would  be  for  Onward  to 
establish  trading  affiliations  with  other  like- 
minded  bodies  in  the  EC  and  get  the  benefits 
of  size  for  regionals  while  maintaining 
independence.  A  low  cost  buying  group  is 
something  we  are  working  on."  He 
recognises  both  require  commitment  and 
investment. 

"Onward  must  recruit  the  remaining 
independent  wholesalers  and  build  itself  into 
a  commercial  alliance. 

"This  can  be  done  by  getting  together  and 
putting  a  positive  message  to  the  market  place 
and  by  doing  what  is  required  in  terms  of 
backup  services." 
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tlif  retailer.  Details  such  as  the  future 
availability  of  a  product,  alternatives  if  a 
product  is  out  of  stock  and  current  special 
promotions,  are  therefore  now  immediately 
available. 

"When  we  implemented  the  system,  we 
really  led  the  field, ' '  reports  Mr  Macpherson, 
'  'even  over  the  nationals.  We  have  made  it  our 
aim  to  keep  up  this  lead,  as  we  recognised  that 
it  was  the  key  to  offering  better  customer 
service  —  and  to  gaining  the  competitive 
edge." 

Of  course,  the  system  as  it  has  evolved  has 
taken  into  account  not  only  the  needs  of 
customers  who  wish  to  phone  an  order 
through,  but  has  also  been  developed  to  cater 
for  direct  down-the-line  orders  from  terminals 
situated  within  retail  pharmacies.  Some  75  per 
cent  of  sales  orders  now  come  through  this 
latter  route,  winch  is  available  24  hours,  7  days 
a  week,  for  live  on-line  processing  —  making 
sure  that  customers  know  the  stock  situation 
whenever  they  place  an  order. 

Today  the  system,  known  as  POP 
(Pharmaceutical  Order  Processing),  is  used 
by  a  number  of  pharmaceutical  wholesalers, 
including  Numark  members  L.  Rowland  &  Co 
(Wholesale) ,  the  Bradford  Chemists'  Alliance, 
Daniels  Pharmaceutical,  and  William 
Davidson. 

Future  computing  trends 

"As  well  as  benefiting  our  customers  by 
providing  a  better  service,  the  efficiency  of  our 
sales  order  systems  for  our  customers  has 
enabled  us  to  reduce  our  stockholding 
significantly,  which  of  course  reduces  our 
overheads  and  allows  us  to  maintain  a 
competitive  edge,"  says  Mr  Macpherson. 
"When  a  sale  is  made,  our  purchasing  system 
automatically  registers  the  need  to  replace  the 
goods  sold.  When  our  stock  reaches  a  pre- 
determined minimum  level,  a  purchase  order 
is  automatically  generated.  This  means  we 
order  only  when  we  have  a  genuine  need  for 
an  item  —  but  in  just  enough  time  to  minimise 
out-of-stock  situations  for  our  customers. 

"This  just-in-time  approach  is  the  key  to 
the  future  of  pharmaceutical  distribution.  With 
margins  being  constantly  eroded,  every  little 
helps  —  and  with  items  involving  a  very  small 
margin,  the  level  of  stock  held  can  make  all  the 
difference  between  profit  and  loss  on  that 
item." 

"When  we  reach  the  point  of  JIT 
stockholding,  our  suppliers  of  both  ethicals  and 
OTC  products  will  be  put  to  the  test.  At 
present,  they  do  not  need  to  provide  to  us  the 
same  frequency  of  delivery  that  we  provide  to 
our  retail  customers  —  but  perhaps  this  time 
will  come  for  them.  At  present  they  are  not  — 
and  do  not  need  to  be  —  geared  to  this 
approach." 

European  alliances 

"Many  pharmaceutical  wholesalers  are  of 
course  already  thinking  about  the  impact  of 
1992,  but  relatively  few  are  actually  getting 
involved  in  preparatory  action,"  says  Mr 
Low. 

"Hamilton  is,  however,  already  investing 
in  a  European  joint  venture  that  has  been  set 
up  with  the  intent  of  being  ready  from  January 
1 , 1 993 ,  to  trade  across  Europe . ' '  This  is  FPN 

the  First  European  Pharmaceutical 
Wholesale  Network. 

FPN  is  a  Dutch-based,  private  limited 
company,  of  which  thirteen  member 
wholesalers  are  the  shareholders.  Between 
them,   the  wholesalers  have  50  depots 


Douglas  Low  (left),  chairman  of  Numark  and 
managing  director  of  wholesaler  John  Hamilton 
(Pharmaceuticals),  and  Stewart  Macpherson, 
Hamilton 's  operations  director  describe  how 
Pharmaceutical  Order  Processing  (POP) 
developed 

throughout  all  the  EC  countries  except 
Luxembourg,  Ireland  and  Greece,  and  a  few 
of  them  are  in  their  own  right  represented  in 
more  than  one  country  already. 

It  is  devised  to  provide  a  ready-made 
network  of  European  distribution  points  for 
any  interested  overseas  trading  parties,  such 
as  US  or  Japanese  companies. 

"Of  course,  it  is  as  yet  not  profitable,  and 
cannot,  until  the  trade  barriers  come  down  in 
1992,  realistically  deal  in  pharmaceutical  goods 
because  the  customs  clearance  fees  are 
prohibitive,"  explains  Mr  Low.  "But  we  are 
already  testing  out  the  mechanics  of  the 
distribution  system  with  a  catalogue  of  non- 
pharmacy  items  as  a  trial  run.  We  believe  this 


"Putting  through  a  code  of  practice  was  the 
first  thing  I  did  when  I  joined  the  NAPD  as 
director  some  2V2  years  ago, ' '  recalls  Michael 
Watts.  "Now  it  is  something  the  Medicines 
Control  Agency  takes  into  account  on  their 
inspection  visits  —  even  Boots  have  asked  us 
for  a  copy." 

More  significantly,  the  code  of  practice  has 
been  adopted  as  the  blue-print  for  the 
European  code  of  practice  for  wholesalers 
being  worked  out  by  the  European 
Commission. 


Delivery  services 

The  advent  of  1992  —  or  January  1 , 1993  to  be 
strictly  accurate  —  has  also  turned  UK 
wholesalers'  attention  to  the  delivery  service 
from  manufacturers  that  continental 
wholesalers  enjoy. 

"At  once  a  fortnight,  manufacturers 
existing  scheduled  deliveries  are  too 
infrequent  and  not  at  the  time  of  wholesalers' 
choosing.  We  want  to  examine  the  European 
system  where  wholesalers  get  a  once  a  week 
service  at  a  time  of  their  own  choosing. ' ' 

Mr  Watts  insists  that  changes  of  this  kind 
should  be  done  in  co-operation  with  the 
manufacturers,  not  imposed  upon  them. 

He  believes  the  pan-European  alliances 
between  wholesalers,  such  as  Tredimed, 
FPN  and  PAG,  could  be  the  beginning  of 
wholesaling  and  distribution  organised  on  a 
global  scale. 

But  the  sheer  scale  of  the  wholesaling  and 
distribution  will  provide  opportunities  for 
regional  companies.  "Because  the  market  is 


is  a  far-sighted  and  valuable  exercise.  We  do 
not  wish  to  miss  out  on  this  kind  of  activity . ' ' 

Short-line  wholesaling 

"Clearly  since  the  collapse  of  Retail  Price 
Maintenance  in  1979  in  Scotland,  and  in  1978 
in  England,  the  pressure  has  been  on  the 
wholesaler  to  provide  a  full  service  to  his 
customers  in  order  to  remain  competitive, ' ' 
says  Mr  Low. 

The  National  Association  of 
Pharmaceutical  Distributors,  which 
represents  all  Numark  wholesale  members 
and  other  full-line  wholesalers,  recently 
requested  that  the  Department  of  Health 
consider  allowing  a  differential  margin 
favouring  full-line  wholesalers  over  short-line 
wholesalers  and  self-distributors.  The 
Department  of  Health  consequently 
commissioned  a  survey  of  the  wholesaling 
sector,  which  has  now  been  completed,  the 
results  of  which  should  be  announced  shortly. 

"I  am  keen  that  the  full-line  wholesalers' 
margin  should  remain  at  12.5  per  cent,  while 
I  hope  that  for  short-line  wholesalers  and  self- 
distributors,  the  margin  will  be  cut  to  as  little 
as  5  or  6  per  cent  as  a  reflection  of  their 
costs,"  says  Mr  Low.  "The  effect  of 
discounting  has  so  far  been  of  benefit  to  the 
industry  and  to  the  Department  of  Health,  in 
that  it  has  forced  wholesalers  to  become  more 
efficient.  But  we  think  the  time  has  long  since 
come  when  full-line  wholesalers  should  be 
recognised  for  the  full  service  they  offer  to 
retail  pharmacies." 


going  to  be  very  large  indeed,  national 
wholesalers  will  concentrate  on  more  lucrative 
business  across  Europe,  while  soundly-based 
independents  with  lower  cost  will  be  able  to 
pick  up  local  business. 

One  concern  for  the  NAPD  is  the  '  'unfair' ' 
competition  from  short-line  wholesalers  and 
self-distributors,  and  the  association  is  in 
discussions  with  the  Department  of  Health  on 
this  issue.  Another  potential  threat  has  been 
the  possibility  of  hospitals  exploiting  their 
position  to  act  as  cut-price  short-line 
wholesalers  in  their  own  areas,  but  the 
combined  opposition  of  the  NAPD, 
manufacturers  and  the  government  seems  to 
have  killed  off  the  idea. 

Mr  Watts  is  also  opposed  to  the  Glaxo 
scheme  to  use  wholesalers  as  distributions 
agents: '  'It  runs  counter  to  what  is  happening 
in  Europe  and  is  100  per  cent  opposite  to  what 
has  just  happed  in  Japan. 

"Japan  used  to  have  40,000  salesmen 
selling  directly  to  doctors,  but  manufacturers 
were  promoting  products,  not  necessarily 
giving  the  best  therapeutic  value.  The 
authorities  recognised  this,  and  now  drug 
companies  there  must  sell  to  wholesalers. 

'  'But  Glaxo  are  now  going  in  the  opposite 
direction;  their  strategy  doesn't  fit  into  the 
Euro-scene  at  all."  He  believes  Glaxo  are 
pursuing  the  scheme  to  control  the  power  of 
the  big  wholesalers,  but  in  the  long  term  it 
could  prove  to  be  an  error  of  judgement.  The 
European  wholesale  groups  will  not  be  able  to 
buy  Glaxo  products  from  the  UK  but  will  be 
able  to  buy  them  from  their  continental 
subsidiaries.  The  upshot  will  be  Glaxo 
competing  with  themselves,  said  Mr  Watts. 


Co-operation  not  confrontation 
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rokerage:  spreading  the  costs 


"The  Jenks  Group  are  not  in  pharmacy 
brokerage  for  a  quick  buck,"  insists  business 
development  director  Richard  Onion.  "Since 
we  started  with  Hermesetas  some  four  or  five 
years  ago  we  have  built  up  a  good  reputation 
in  the  pharmacy  market. 

Jenks  are  certainly  no  fly-by-night 
operation;  founded  in  1961 ,  the  company  has 
been  celebrating  thirty  years  in  brokerage  in 
Britain,  though  it  has  really  only  been  chasing 
new  business  in  the  pharmacy  sector  for  the 
past  eighteen  months  or  so,  when  Mr  Onion 
was  appointed  to  his  current  role. 

For  companies  wanting  to  increase  their 
profile  in  pharmacy  without  the  management 
and  organisational  hassles  associated  with 
running  their  own  distribution  and  sales 
operations,  brokerage  looks  an  interesting 
option.  For  a  fixed  perentage  commission  on 
sales  —  or  less  commonly,  an  agreed  fee  — 
the  brokerage  house  undertakes  to  promote 
and  distribute  the  company's  goods  for  them, 
leaving  them  free  to  concentrate  on 
production. 

Market  leadership 

With  his  academic  marketing  background  — 
he  has  both  a  diploma  in  mark  eting  and  an 
HND  in  business  studies  —  and  a  solid  career 
in  marketing  with  Nestle  and  later  Beecham 
before  joining  Jenks  some  13  years  ago,  Mr 
Onion  has  been  well  placed  to  build  on  the 
company's  success  with  Hermesetas:  "A 
brand  we  took  to  market  leadership, ' '  he  says. 

Jenks'  main  business  remains  in  the 
grocery  sector  and  the  company  applies  the 
same  basic  principles  it  operates  in  the 
grocery  market  to  pharmacy. 

"Jenks  are  concerned  with  developing 
brands,  and  that  often  means  taking  control  of 
delivery,  distribution  and  invoicing." 


A  Jenks  pharmacy  salesman  at  work 


"In  a  classic  brokerage  operation  the 
broker  does  the  whole  thing  for  our  principals 
(the  brokers'  clients)."  The  company  will 
prepare  marketing  plans  to  show  the  trade  — 
in  this  instance  High  Street  pharmacies  —  how 
we  will  be  supporting  the  brand  over  the  next 
year.  "It  is  a  partnership  approach;  we  are 
spending  money  on  behalf  of  our  pricipals  on 
such  things  as  advertising,  bonuses  and 
promotions,"  says  Mr  Onion. 

Jenks  uses  a  network  of  third  party 
carriers  to  distribute  the  goods  and  computer 
links  to  their  depots  ensure  rapid  order 
processing. 

The  system  has  a  modification  for 
independent  pharmacies;  Jenks  deliver  to 


pharmaceutical  wholesalers  such  as  AAH  and 
Unichem  with  most  of  the  sale  done  using 
transfer  orders. 

'  'The  benefit  for  the  pharmacist  is  that  he 
only  needs  one  relationship  with  our  sales 
force  instead  of  one  with  each  manufacturer," 
says  Mr  Onion.  The  benefit  to  the  wholesaler 
is  seen  to  be  that  he  gets  the  benefit  of  the 
brokers'  promotional  activity.  "We  sell  to 
pharmacies  on  the  wholesalers'  behalf;  it 
encourages  them  to  stock  a  product  if  Jenks' 
are  doing  the  selling  job. ' ' 


Growth  pattern 


In  the  past  eighteen  months  Jenks'  have 
built  on  their  success  with  Hermesetas, 
adding   Swaddlers   and   Kendall,  the 


manufacturer  of  prescription  Lastosheer 
hosiery  to  their  portfolio:  "So  now  we  are 
speaking  to  the  pharmacists  direct  rather  than 
their  assistants, ' '  says  Mr  Onion. 

Jenks  makes  no  pretence  to  provide 
comprehensive  coverage  of  pharmacies  — 
'  'Its  just  not  worth  the  cost  of  calling  on  all  the 
independents"  —  but  focuses  on  the  50  per 
cent  of  shops  which  research  shows  takes 
some  two-thirds  of  the  OTC  business. 
However,  the  other  50  per  cent  are  reached 
by  the  national  wholesalers,  argues  Mr  Onion. 

This  represents  a  change  of  approach  for 
Jenks.  "When  we  started  with  Hermesetas 
we  were  calling  on  7,000  pharmacies  every  12 
weeks;  now  we  call  every  four  to  eight  weeks 
on  some  4,500  pharmacies.  We  have  found  it 
is  what  our  principals  have  wanted. ' ' 


Computerisation  is  the  key 


In  October  1982  Food  Brokers  Ltd 
established  a  specialist  division  —  Chemist 
Brokers  —  to  cater  for  the  demands  of  the 
pharmacy  and  personal  care  sector  of  the 
market. 

Current  clients  include  Helene  Curtis' 
Salon  Selectives  and  Finesse  haircare 
products;  Unicliffe's  TCP  and  Plax  brands; 
Mennen's  Speed  Stick  deodorants  and  after 
shave  skin  conditioner  as  well  as  Jordan's  oral 
hygiene  products. 

The  company  handles  confectionery 
products  sold  through  the  pharmacy  sector, 
including  Fisherman's  Friends,  Cluster  Bars 
and  lollipops  by  Chupa  Chups  UK.  The 
company  is  also  licensed  to  handle  medicines . 

"An  effective  distribution  service  is 
closely  correlated  to  a  company's  computer 
system.  Investment  in  the  latest  technology 
means  that  Food  Brokers'  can  provide  our 


clients  and  their  retail  partners  with  timely 
information  in  a  fast  moving  business, ' '  says 
managing  director  Hamish  Gibson. 

Each  member  of  the  salesforce  has  a 
viewdata  system  in  their  own  home.  This 
means  that  a  salesman  can  take  an  order  from 
a  pharmacy  during  the  day,  key  that  order  into 
the  terminal  in  his  own  home  that  evening  for 
processing  overnight. 

Food  Brokers'  computer  system  also 
allows  direct  electronic  input  of  orders 
telephoned  through  to  the  orders  clerks  at 
head  office.  The  clerks  can  input  a  delivery 
request,  check  stock  levels,  availability  and 
current  promotions. 

Some  of  the  larger  pharmaceutical  and 
multiple  grocery  chains  are  linked  to 
Tradanet,  which  allows  retailers  to  access  an 
order  directly  from  their  own  terminal  through 
to  Food  Brokers'  head  office. 


Farillon:  under  the  spotlight 


Farillon  is  an  established  and  successful 
business.  Around  for  about  20  years,  this 
pharmacy  distribution  agency's  primary 
function  is  to  provide  a  service  to  pharma- 
ceutical manufacturers.  Farillon  provides  a 
range  of  distribution  services  available 
nationally.  In  essence  this  involves  getting 
ethicals  to  hospitals  and  to  wholesalers,  and 
providing  stockholding  facilities  and 
information  and  debt  collection  services. 

Service  is  the  keynote  of  the  operation. 
Farillon  offer  a  range  running  from  full 
stockholding  and  accounting  arrangements 
through  consignment  agreements  where 
stock  is  held  on  behalf  of  the  manufacturer  but 
not  taken  onto  Farillon 's  books,  to  specialist 
pick  and  pack  services  where  bulk  deliveries 
are  broken  and  redistributed. 

Sales  support  information,  invoicing  and 
account  collection  are  all  part  of  the 
mainstream  service. 

Unlike  a  brokerage  concern,  Farillon  do 
not  promote  products  to  retailers; 
nevertheless  "we  will  support  the 
manufacturer  in  any  way  we  can  to  make  the 


promotion .  successful",  says  divisional 
managing  director  of  Macarthy's 
manufacturing  and  agency  division  Colin 
Warrilow.  "For  instance,  we  will  get 
promotional  material  to  the  customer  point. 

The  main  strands  of  investment  at  Farillon 
in  recent  years  have  been  in  the  modern 
premises,  in  place  for  the  past  four  or  five 
years,  in  updating  and  expanding  the  delivery 
fleet  and  in  the  computer  system. 

The  last  of  these  is  a  key  part  of  the 
business  and  Mr  Warrilow  sees  expanding  the 
facility  as  one  of  the  main  expansion  strategies 
in  the  future. 

The  computer  system,  which  has  been  in 
place  some  eighteen  months,  is  the  heart  of 
Farillon 's  information  services  as  well  as 
improving  capabilities. 

Farillon  also  provide  a  licensing  service  for 
some  customers.  "In  some  instances  we  hold 
product  licences  for  our  principals.  We  may  do 
it  as  a  third  party,  for,  say,  an  overseas 
manufacturer  who  may  find  it  more  convenient 
for  us  to  apply  for  and  ultimately  hold  the 
product  licence. 
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WHICH  WHOLESALER  REPEATEDLY 
PUTS  YOU  FIRST? 
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to  help  make  your  pharmacy 


We  are  constantly  striving 

B«\c\en*  °n°  r  LIMITED 


oPro^obk-  PHARMACEUTICALS 


WE'RE     ALWAYS     THERE     WITH     NEW  IDEAS 


The  next  time  someone  tries  to 
sell  you  a  home  pregnancy  test . . . 


. . .  ask  them  to  open  the  box! 

And  what  you'll  see  may  well  resemble  a  chemistry  set  -  droppers,  powders,  liquids,  wells,  and  trays.  And  they 
all  involve  collecting  urine  in  the  lids  -  hardly  scientific  or  hygienic. 

But  there  is  a  simple  alternative  -  Clearblue  One  Step,  the  onjy  one  piece,  truly  one  step  test.  The  absorbent 
sampler  is  held  in  the  urine  stream  for  5  seconds  and  the  result  is  read  in  just  3  minutes.  What  could  be  simpler? 


CLEARBLUE 

ONE  STEP 

THE  SIMPLEST,  MOST  ADVANCED 
PREGNANCY  TEST  IN  THE  WORLD 


Clearblue  One  Step  and  the  Fan  Device  are  Trade  Marks.  ©  1991  Unipath  Limited,  Norse  Road,  Bedford  MK41 OQG 
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'Most  successful  show  so 

The  National  Pharmaceutical  Association  Show  at  Albans  Arena,  St  Albans,  at  the  weekend  proved 

visitors  and  exhibitors.  C&D  reports 


popular  with  both 


Close  to  2 ,000  NPA  members  and 
guests  visited  the  show  in  St 
Albans,  at  which  the  new 
advertising  campaign  was 
launched  (see  News). 

Comments  from  visitors  and 
exhibitors  indicated  this  was  the 
most  successful  show  so  far,  the 
NPA  tells  C&D. 

The  numbers  were  down  on 
the  last  show  four  years  ago,  but 
several  exhibitors  remarked  on 
the  fact  that  an  unusually  high 
proportion  of  visitors  were 
potential  customers. 

Tours  of  the  NPA  offices  at 
nearby  Mallinson  House  were  an 
added  attraction,  with  some  50 
tours  and  an  average  of  12  people 
on  each.  They  were  supposed  to 
last  about  20  minutes  but  ended  up 
taking  a  good  hour. 

Their  new  physic  garden  was 
crowded  for  much  of  the  day,  and 
the  Business  Aids  Department's 
special  purchases  of  books, 
display  aids  and  computer 
consumables  had  been  cleared  by 
the  end  of  the  day. 

Other  attractions  included 
Morris  dancers,  a  reproduction 
vintage-style  delivery  van  (soon  to 
be  available  to  members  at  around 
£20,000  before  discount),  and 
local  artist  Tricia  Beirne,  who  was 
painting  and  selling  black  and 
white  prints  of  various  plants. 

Exhibitors  had  some  good 
words  to  say  about  the  event, 
which  was  organised  by  White 
Advertising  and  Exhibitions. 
Store  Design  shopfitters  said  it 
was  "the  best  show  we  have  ever 
attended".  Landaw  said  that  they 
had  a  tremendous  NPA  Show  last 
time,  but  this  one  had  surpassed 
all  expectations. 

Cannon  sold  four  times  as 
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Launching  the  new advertising  campaign  are  (l-r)  NPA  Board  member  David  Sharpe ,  Lee  Dalev  account 
director  at  McCann-Erickson,  the  agency  responsible  for  the  campaign,  and  NPA  director  TimAstill 


many  fax  and  photocopying 
machines  as  they  had  on  a 
previous  two-day  national 
pharmacy  exhibition.  Electrolux 
(makers  of  NPA  fridges  and 
vacuum  cleaners)  sold  everything 
on  their  stand  and  went  away  with 
a  full  order  book. 

Lansdown  Motors,  the  NPA's 
car  purchase  agents,  who  filled  the 
office  car  park  with  the  latest 
popular  makes  of  car,  said  they 
had  done  better  in  a  single  day 
than  in  a  full  week  at  a  recent 
major  international  event. 

Reckitt  &  Colman  had  a  stand 
with  posters  detailing  many  of 
their  products  and  their 
continued  on  pi 008 
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Keith  Swarm  (left)  and  Jeremy  Clitherow,  chairman  of  the  NPA  Board 
join  Charlotte  Coker,  Technical  Editor,  on  the  C&D  stand 


This  reproduction  vintage  style  delivery  van  in  NPA  liven  drew  many 
admiring  glances.  NPA  members  will  soon  have  the  chance  'to  own  one  - 
in  their  own  company  livery 
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For  more  than  25  years,  babies  have  been  crying  out  for  the  soothing  relief 
of  Dentinox  Teething  Gel. 

Dentinox  is  still  as  fast-acting  as  ever  and  has  the  sugar-free  taste  that 
babies  love. 

And  with  comprehensive  advertising  support  in  the  mother  and  baby  press 
for  1991,  they'll  be  crying  out  for  Dentinox  more  than  ever.  .& 

Tried  and  trusted  Dentinox.  It's  taken  us  25  years  to  earn  our 
reputation.  Just  think  what  our  reputation  can  earn  you. 


JUt 


cm 


SUGAR  FREE 


DENTINOX 

Teething  Gel 


OENDRON  LIMITED,  WATFORD,  HERTS.  WD1  7JJ. 


NPA  SHOW 


"Pharmacy  knowledge  packs" 
for  pharmacy  assistants.  They 
were  also  telling  pharmacists 
about  their  Open  Door  seminar 
programme,  marketing  manager 
(medicines)  Alan  Napier  Colman 
told  C&D. 

Merrell  Dow  were  doing  a 
roaring  trade  on  hayfever 
remedies  and  throat  lozenges. 
Visitors  walked  away  with  free 


samples  and  pens,  pads,  mugs  and 
other  free  gifts. 

Geller  Business  Machines' 
new  cash  register  —  the  Futura 
100  —  turned  out  to  be  a  real 
crowd  puller.  Pharmacists  were 
interested  in  the  futuristic  looking 
till,  but  were  tending  to  stick  with 
conventional  models,  Geller  told 
C&D.  The  Futura  100  is  said  to  be 
ideal  for  perfume  counters. 


IMEX  91 


It  looked  more  like  strawberry  fair  on  the  Chemex  stand,  where  Maurice 
Hoare,  o/MGB  Exhibitions  Ltd,  was  dishing  out  strawberries  and  cream 
to  visitors 
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The  NPA 's  two  newest  executives  Glynn  Walduck  (left) ,  legal  assistant, 
and  John  D  'Arcy,  pharmacy  administrator,  were  meeting  members  on  the 
NPA  stand 


'  'Look  here  sonny,  just  remember  how  useful  the  NPA  will  be  to  you  once 
you  qualify. ' '  NPA  director  Tim  Astill  and  friend 
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ROBINSON  NEW  COSMETIC  RANGE 
WILL  GIVE  YOU  THE  MIDAS  TOUCH 


Robinson  have  added  four  exciting  new 
lines  to  their  range  of  cosmetic  products 

Using  the  same  stylish  graphics  as  the 
existing  range  of 
Extra  Soft  pure 
cotton  wool, 
Robinson  have 
launched  two 
new  packs  of 
cosmetic  pads  in 
50's  and  100's. 

To  complement 
the  existing 
dressing  table 
pack  of  50 
Make  -Up 
Wipeaways,  a 
new  travel 
pack  of  15  has 
been  added. 

Completing 
this  essential 
range  of  beauty  care  products,  there  is  a 
convenient  pack  of  30  Nail  Polish  Wipeaways 
with  a  brand  new  formulation. 

Together  this  range  meets  the  increasing 
demand  and  proven  opportunity  for  premium 
cosmetic  products. 

THE  MIDAS  TOUCH  PROMOTION 
This  range  is  going  4^    to  be  a 
goldmine  for  you  and 


That's 
because 
Robinson  are 
not  only 
introducing 
these  exciting 
new  products 
to  you,  but 
are  also 
supporting 
them  with 
a  special 
consumer 
promotion. 

Your|& 
customers  simply 
collect  twelve  tokens  from  the  Robinson 
Cosmetic  Range  and  in  return  they  will  receive 
a  beautiful  golden  chain  necklace  ^Hi 


and  matching  bracelet. 

Take  advantage  of  this 
golden  opportunity  and 
oi  der  the  complete 
range  now  from 
your  local  wholesaler. 


ROB  NSON 

HEALTHCARE 


HIPPER  HOUSE 
CHESTERFIELD  S40  IYF 
UNITED  KINGDOM 


When  customers  come  to  you  for 
advice  on  relieving  the  discomfort  of 
their  constipation,  they  may  well 
expect  you  to  recommend  a  laxative. 
But  most  simple  constipation  is  caused 
by  a  lack  of  fibre  in  the  diet.  Doesn't  it  make  sense  then,  to 
recommend  that  they  relieve  their  constipation  by  increasing  the 
amount  of  fibre  they  eat? 

Unfortunately,  many  people  may  be  unwilling  or  unable  to  change 


their  diets  to  include  more  high  fibre  foods.  This 
is  where  you  can  help,  by  recommending  fibre  in  a 
glass  —  Fybogel  Orange. 

Because  it  contains  Ispaghula  husk,  Fybogel  Orange 
can  help  to  replace  the  fibre  missing  from  so  many  modern 
diets,  easing  the  discomfort  of  constipation  and  restoring 
regularity.  Fybogel  Orange  is  a  convenient,  palatable  drink, 
flavoured  with  natural  orange.  A  natural  choice  for  the 
management  of  constipation. 


PRODUCT  INFORMATION  FOR  PHARMACY  RECOMMENDATION:  FYBOGEL:  Active  ingredients:  each  sachet  contains  35g  Ispaghula  husk  B  P  Indications:  constipation,  conditions  requiring  a  high  fibre 
regimen  Contra-indications:  Fybogel  is  contraindicated  in  cases  of  intestinal  obstruction  and  colonic  atony.  Dosage  and  administration:  (to  be  taken  in  water)  Adults  and  children  over  12:  one  sachet  morning 
and  evening  Children  6-12:  half  to  one  5ml  spoonful,  depending  on  size  and  age,  morning  and  evening.  Children  under  6:  consult  your  doctor.  Retail  price:  at  December  '90  7  sachets  99p,  10  sachets  £1 .22. 
Product  Licence  nos.  Fybogel  Orange  44/0068,  Fybogel  44/0041  Fybogel  is  a  trade  mark.  Further  information  and  display  material  is  available  on  request  from  Reckift  &  Colman  Products,  Hull,  HU8  7DS,  U  K 


CD 


Sue  Sunday 
traders  says 
Mrs  Rumbold 

Traders  who  defy  the  existing 
restrictions  on  Sunday  trading 
should  be  prosecuted,  Mrs  Angela 
Rumbold,  Home  Office  Minister, 
stressed  last  week. 

She  told  the  Commons:  '  'The 
Government  takes  the  view  that 
the  law  should  be  enforced  and 
stands  four  square  behind  those 
who  enforce  it." 

Mr  John  Marshall  (Conser- 
vative), called  for  an  assurance 
that  discussions  currently  taking 
place  would  not  result  in  the 
'  'Keep  Sunday  Special"  campaign 
having  a  veto  over  policy. 

Mrs  Rumbold  insisted  no-one 
had  the  right  of  veto  over 
Government  policy.  "It  is  a 
matter  for  the  Government  to 
decide,  and  we  are  consulting  to 
ensure  that  what  ensues  carries 
broad  support . ' ' 

MPs  press 
over  patents 

Over  50  MPs  from  both  sides  of 
the  Commons  have  tabled  a 
Parliamentary  Motion  calling  on 
the  Government  to  drop  its 
attempt  to  limit  patent  protection 
for  British  pharmaceutical 
companies  to  a  period  of  13  years. 

They  urge  Ministers  to 
support  the  proposal  of  the 
European  Community 
Commission  which  would  give  an 
effective  16  year  period  of  patent 
protection. 

The  leading  signatories  of  the 
motion  are  Mr  Malcolm  Thornton 
(Con),  Mr  Gordon  Oakes  (Lab), 
Mr  Nicholas  Winterton  (Con),  Mr 
Gerald  Bermingham  (Lab),  Mr 
Ronnie  Fearn  (Lib  Dem),  and  Mr 
John  Lee  (Con). 

Mr  Winterton  is  also  pressing 
the  Government  to  resist  any 
attempt  by  Hanson  to  lake  over 
ICI  because  of  the  possible 
damage  to  the  company's 
pharmaceutical  divisii  in . 


Staples  Chemists  sell 
to  Allen  Lloyd 


AAH  have  been  pipped  at  the  post 
by  Allen  Lloyd  in  the  race  to  buy 
the  Stoke  on  Trent  based 
pharmacy  chain  Staples  Chemists 
(C&D  Feb  16,  p266).  Mr  Lloyd 
has  bought  1 7  pharmacies  and  4 
opticians  for  some  £6  million. 
Staples  directors  John  Hurst  and 
Alan  Riley  have  retained  three  of 
the  stores,  which  were  not  made 
available  in  the  deal.  Lloyds 
Chemists  now  have  a  total  of  633 
pharmacies,  181  drugstores  and 
four  opticians,  1 ,009  stores  in  all. 

Allen  Lloyd  told  C&D  that  the 
cash  for  the  purchase  came  from 
Lloyds  Chemists'  recent  rights 
issue.  "We  are  even-stevens 
now,"  Mr  Lloyd  said,  indicating 
the  group  neither  had  cash  in  hand 
nor  borrowings. 

Last  year  the  businesses 
acquired  by  Lloyds  had  a  turnover 
of  £9. 5m,  achieving  operating 
profits  of  £926,000  after 
adjustment  for  non-recurring 
directors'  remuneration.  Net 
tangible  assets  amounted  to 
£757,000. 

As  with  previous  purchases  by 
Mr  Lloyd,  the  warehouse  staff  and 
the  office  staff  of  Staples  will  be 
made  redundant,  while  the  shop 
staff  "are  always  needed  to  run 
stores".  Staples  pharmacies 
currently  employ  185  full-  and 
part-time  staff. 

Staples'  wholesalers  Sants, 
will  continue  as  second  line 
wholesalers  for  the  time  being, 
while  Lloyds  "had  the  computers 
in  place  and  a  delivery  from  our 
own  warehouse  on  the  first  day" . 

George  Staples  (Stoke)  Ltd 
covers  Staffordshire  and 
Cheshire,  with  a  concentration  in 
the  Potteries.  Lloyds  only  had  two 
shops  in  the  area  before  the  deal, 
and  while  there  is  one  overlap,  in 
Wolstanton,  the  company  will 


continue  to  trade  in  both  stores. 
"I  can  say  catagorically  there  will 
be  no  closures,"  said  Mr  Lloyd. 

Lloyds  intend  to  convert  the 
pharmacies  into  Lloyds  Chemist 
stores,  incorporating  the 
company's  distinctive  trading 
style,  pharmacy  standards  and 
own  label  products. 

For  the  first  time  Lloyds  find 
themselves  owning  four  opticians, 
and  these  will  trade  as  Lloyds  Eye 
Care  Centres.  Two  of  the 
opticians  are  shops  within  shops, ' ' 
said  Mr  Lloyd,  "but  they  are  a 
profitable  grouping.  If  we  like 
what  we've  bought  we  will  expand 
a  separate  eye  care  division. ' ' 

Mr  Staples  himself  is  retiring, 
but  his  company  has  retained  the 
freehold  of  the  businesses  to 
provide  an  income  in  rent.  This  fits 
in  well  with  the  Lloyds  Chemists' 
practice  of  selling  freeholds  to 
concentrate  on  running  the 
businesses. 

Albert  Perry,  the  George 
Staples'  financial  director,  will 
administer  the  property  company 
which  owns  the  freeholds,  which 
he  does  not  expect  to  be  a  full  time 
commitment,  and  will  also 
continue  to  provide  administrative 
input  into  the  former  George 
Staples  group;  essentially, 
though,  he  too  is  retiring  from  full 
time  work. 

A  further  cash  payment  will  be 
made  equivalent  to  the  value  of 
the  net  tangible  asset  being 
acquired  after  completion 
accounts  have  been  drawn  up. 
This  payment  is  expected  to  be  no 
more  than  a  few  hundreds  of 
thousands  of  pounds. 

Agfa  Optima  film  has  been  voted 

European  Film  of  the  Year  by  the 
Technical  Image  Press 
Association. 


Laboratories  for  Applied  Biology  have 
been  appointed  pharmacy 
distributors  for  Dovetail,  the 
manufacturers  of  Trust 
aluminium-free  deodorant.  Trust 
has  both  underarm  and  foot 
variants  and  is  currently  being  sold 
through  multiple  outlets. 


The  NPA  have  appointed  Store  Design 
Havelock  an  approved  supplier  of 
shopfittmgs.  The  company  has 
developed  a  new  dispensary 
system  as  part  of  the  NPA's 
approval  process  which  is 
available  either  in  basic,  low 
budget  form  or  customised. 


Sangers  (Nl) 
in  £150,000 
refit 

Health  and  Social  Services 
Minister  Jeremv  Hanley  has 
officially  opened"  the  £150,000 
refurbishment  of  Sangers 
(Northern  Ireland).  The  project 
includes  a  facelift  of  the 
administration  area  and  a  new 
racking  system. 

The  company  has  replaced 
traditional  racking  with  a  gravity 
feed  storage  system  and  hard 
roller  belt  to  speed  up  order 
picking.  Sangers  deliver  three 
times  a  day  in  Belfast  and  twice  a 
day  in  the  rest  of  the  Province, 
and  they  were  finding  increased 
business  was  straining  their 
existing  system,  delaying 
delivery.  The  greater  efficiency  of 
the  new  arrangement  means  the 
vans  are  getting  out  on  time  again, 
said  a  spokesman. 

At  the  opening  Mr  Hanley 
said:  "This  most  impressive  stock 
control  and  storage  system  should 
ensure  that  medicines  are  stored 
to  very  high  standard".  He 
commended  the  company's 
forward  planning,  which  would 
secure  the  jobs  of  its  present 
employees,  "and  may  result  in 
the  creation  of  further 
employment". 

Other  improvements  include 
the  replacement  of  walk-in  fridges 
with  individual  refrigerated 
compartments  for  the  storage  of 
drugs. 


Glaxo  sale 

As  part  of  their  strategy  to 
concentrate  on  high-margin 
drugs,  Glaxo  have  sold  their 
Cambois  penicillin  plant  in 
Northumberland  to  the  China 
Synthetic  Rubber  Company  of 
Taiwan. 

This  is  said  to  be  the  first  entry 
into  European  pharmaceutical 
manufacturing  by  a  Taiwanese 
company. 

The  Cambois  plant  produces 
about  10  per  cent  of  the  worlds 
production  of  penicillin. 
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BUSINESS  NEW 


Traditional  businesses 
underpin  Boots  results 


Relative  success  in  their  core 
businesses  of  High  Street 
pharmacies  and  pharmaceuticals 
provided  Boots  with 
unspectacular  but  respectable  end 
of  year  results.  "We  have  had  the 
most  awful  year  of  recession  and 
Boots  are  looking  forward  to 
another  tough  year,"  said  Sir 
Christopher  Benson,  the 
chairman. 

He  said  with  growth  difficult  to 
achieve  in  most  retail  markets, 
Boots  the  Chemist  did  well  to 
raise  profits  from  £190.0  million  to 
£228. 8m.  For  the  group  as  a 
whole  pre-tax  profits  crept  up  just 
0.1  per  cent,  from  £358. 0m  to 

£358. 4m.  

Sales  up  5.4pc  to  £3.6  billion 
Pre-tax  profit  up  O.lpc  to  £358. 4m 
Earnings  per  share  down  2.4pc  to  24.9p 
Final  dividend  up  4.9pc  to  7.5p 

Six'  Christopher  said  the 
company  had  increased  its  market 
share  in  prescriptions,  especially 
in  residential  homes,  where  over 
2,000  were  using  the  Manrex 
system.  "The  market  grew  by  3 
to  4  per  cent  and  we  showed  a 
modest  improvement  in  market 
share. 

"We  have  seen  little 
development  in  proprietary 
toiletries  for  some  time , ' '  said  Sir 
Christopher,  "so  we  persuaded 
manufacturers  to  introduce  new 
products.  We  now  have  a  41  per 
cent  market  share  in  beauty. ' ' 

He  said  photoprocessing  and 
film  sales  continued  to  increase 
despite  both  markets  declining. 

"Food  is  now  8  per  cent  of 
Boots  the  Chemist  sales,  with 
sales  up  40  per  cent  last  year. 

He  said  profits  per  square 


metre  were  up  13.2  percent  in  the 
pharmacy  stores. 

The  pharmaceuticals  division 
was  also  relatively  healthy, 
showing  a  7.7  per  cent  increase  in 
sales  to  £628. 8m  while  profits 
were  up  £4m  to  £1 15.1m. 

The  company  is  constructing  a 
plant  in  Texas  to  produce  the 
lowest  cost  ibuprofen  in  the  world, 
said  Sir  Christopher. 

Crookes  recorded  sales  up  27 
per  cent. 

Boots  have  made  registration 
applications  for  their  heart  drug, 
Manoplax,  in  the  UK,  USA, 
France  and  Germany  and  intend  to 
make  one  for  Japan  shortly. 
"Manoplax  will  be  making  profits 
by  the  end  of  1993  if  all  goes 
well". 

However,  there  is  no 
disguising  the  dismal  performance 
of  Boots'  retail  division,  with 
Halfords  leading  the  pack  with 
profits  down  £12 .0m  to  just  £2 .8m 
last  year  on  a  turnover  up  70  per 
cent  to£290.1m.  However,  Boots 
Opticians,  also  part  of  the  Retail 
Division,  showed  an  increase  in 
sales  of  almost  30  per  cent  to 
£73. lm,  while  profits  almost 
doubled  from  £2. 2m  to  £4.0m. 

"We  are  approaching  the  very 
short  term  with  extreme  caution, 
keeping  a  tight  control  of  our 
operations.  We  look  well  placed  to 
take  advantage  of  the  upturn  when 
it  comes,"  insisted  Sir 
Christopher. 

Boots  announced  a  final 
dividend  of7.5p,  making  a  total  of 
11. 6p  for  the  year,  compared  to 
11. Op  in  1990.' 

"We  have  nudged  ahead  of 
last  year's  profit;  given  the 
recession  it  is  a  very  creditable 
performance." 


New  compliance  software 
and  MAR  sheets  from  JRC 


John  Richardson  Computers  have 
developed  their  own  medicine 
administration  record  (MAR) 
sheets  and  compliance  pack 
software  for  pharmacists 
providing  services  to  nursing 
homes. 

The  package  can  be  used  with 
Manrex,  Nomad,  Venalink,  W&W 
or  other  dosage  compliance 
systems.  JRC  will  supply  it  free 
with  their  Super  Systems  and 
PMR  analysis  modules  as  well  as 
to  existing  users. 

Existing  JRC  software  already 
allows  a  ward/nursing  home  entry 
when  new  patients  are  entered 
onto  the  computer.  With  the  new 
software  the  pharmacist  also  tells 


the  computer  which  patients 
require  MAR  sheets  and  which 
compliance  system  is  used. 

With  the  new  package  labels, 
cassette  sheets,  MARs  and 
repeat  prescription  forms  are 
printed  automatically  from  the 
patient's  records.  Picking  lists  can 
be  produced  for  all  or  individual 
home  prescriptions. 

Up  to  seven  drugs  are  held  on 
each  MAR  sheet  with 
administration  slots  for  28  days, 
six  times  per  day.  Full  patient 
information  is  printed  together 
with  the  pharmacy  name  and 
address  and  date  of  dispensing  or 
delivery.  Additional  parts  of  the 
form  are  for  re-ordering. 


Bid  fever  has  returned  to  the  stockmarket  with  a  vengeance, 
fuelling  both  share  prices  and  gossip.  The  subject  on  most  lips 
is  the  shadow  war  between  Hanson  and  ICI  which  was  sparked 
off  after  the  predatory  peer  recently  bought  a  2 . 8  per  cent  stake 
in  the  chemicals  and  pharmaceuticals  giant. 

In  the  absence  of  a  formal  bid,  the  move  had  generated 
much  controversy  and  speculation  about  Lord  Hanson's 
intentions.  ICI  shares  have  shot  by  about  a  fifth  on  hopes  that 
Hanson  will  pounce.  Although  this  is  still  not  certain,  many  still 
believe  that  ICI  is  a  target,  not  least  because  of  its  attractive 
pharmaceuticals  side  which  some  estimate  could  be  worth  up  to 
£4bn.  Meanwhile,  the  beseiged  group  is  taking  no  chances  and 
is  preparing  its  defences  with  the  disposal  of  low  performers. 

The  sector  has  also  been  buoyed  by  a  £57m  takeover  bid  by 
Grampian,  the  mini-conglomerate,  for  Macarthy.  But  there 
was  a  muted  reception  to  the  206p  a  share  all-paper  offer. 
Despite  Macarthy's  weak  track  record,  some  analysts  believe 
the  offer  will  not  succeed  at  the  current  level  as  it  undervalues 
the  target.  There  is  also  talk  of  a  possible  rival  entering  the 
fray.  Potential  suitors  include  Unichem  and  Kingfisher. 

Shares  in  Glaxo  have  recently  hit  a  new  high,  ranking  the 
company  as  Britain's  second  biggest  by  stockmarket  value, 
after  British  Telecom.  The  soaring  share  price  has  been  helped 
by  news  that  Imigran  will  be  sold  at  a  substantially  higher  price 
than  anticipated. 

The  new  anti-migraine  drug  attracted  much  attention  at  a 
recent  medical  conference  in  Italy.  Moreover,  some  brokers 
have  changed  their  view  on  the  shares  in  recent  days.  Barclays 
de  Zoete  Wedd,  are  now  recommending  them. 

In  the  coming  weeks  attention  is  likely  to  focus  on  Wellcome 
thanks  to  a  similar  conference  on  Aids  to  be  held  in  Florence. 
Wellcome 's  Retrovir  is  the  market  leader  and  is  likely  to  be  a 
key  talking  point  among  delegates. 

Another  company  expected  to  come  under  the  spotlight  this 
month  is  London  International  Group.  The  condoms  maker  is 
due  to  report  a  decline  in  full  year  profits  for  the  year  ended 
March  31.  Broker  County  Nat  West  are  forecasting  taxable 
profits  to  dip  to  about  £33m  from  £36. 5m,  partly  due  to  the 
impact  of  one-off  costs. 


COMING  EVENTS 


PMS  debate 

Pharmaceutical  Marketing 
Society  has  organised  a  political 
debate  on  the  future  of  the 
pharmaceutical  industry  within  the 
new  NHS. 

The  venue  is  the  RPSGB's 
headquarters  on  June  20  and 
speakers  include  MPs  from  the 
three  main  political  parties  and 
representatives  of  doctors  and 
patients. 

Fees  are  £57.57  for  members 
and  £69.32  for  non-members.  For 
details  call  Vivien  Bennett  on  0403 
64898. 

Advance  information 

The  Royal  Society  of  Chemistry. 

"Advances  in  drug  monitoring  and 
therapeutic  drug  monitoring",  joint 
meeting  with  the  Association  of  Clinical 
Biochemists.  June  26,  St  Barth- 
olomew's Hospital,  London.  For 
details  call  071-437  8656. 
IBC  Technical  Services  Ltd. 
"Clinical  aspects   and  modern 


management  of  asthma"  at  the 
National  Heart  &  Lung  Institute, 
London,  July  4-5.  Details  from 
Georgina  Mason  on  071-236  4080. 
IBC  Technical  Services  Ltd. 
"Legal  issues  affecting  the 
pharmaceutical  industry  —  drug  law 
symposium",  London,  July  5.  Details 
from  Hilary  Pendall  on  071-236  4080. 
RPSGB.  "Validation  of  solid  dose 
pharmaceutical  products"  residential 
course  at  the  Post  House  Hotel, 
Guildford,  July  9-11.  Details  from  DrJ. 
Clements  on  071-735  9141. 
The  Association  of  Information 
Officers  in  the  Pharmaceutical 
Industry.  Annual  conference  in 
Bournemouth,  July  9-11.  Details  from 
John  Bell  on  0625  712442. 


Cosmetic  manufacturers  French  & 
Scott  have  been  fined  a  total  of 
£1 1 ,000  for  polluting  a  local  beauty 
spot  with  detergent  from  its  North 
London  factory. 

The  company  admitted  at 
Hendon  Magistrates  Court  to  two 
summonses  alleging  they  polluted 
the  Welsh  Harp  Reservoir. 
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LABELLING  SYSTEMS 


(f  Pharmacists  have  already  bought  4500 
JRC  systems,we  don't  need  to  tell  you 
who  is  HoA  in  Pharmacy  computers! 


[Send  (or  your  FREE  videotape  on  our 
EPOS  or  PMR  systems  today' 


I  Every  JRC  system  carries  a  2-month  1 
money-back  Guarantee!  I 


Thank  you  for  choosing  us! 

^m^^  PH/KFtMACY 


SYSTEMS 


f  Hill   \  »OS  I  .  PREZSTON  F»F*S  til  JM       Tel:<0  7"  7  2>  323763 


SHOPFITTINGS 


EXDkUM 

—STOREFITTERS- 


0626  •  834077 

COMPREHENSIVE  DESIGN,  MANUFACTURE  AND 
INSTALLATION  SERVICE  FOR  THE  RETAIL  PHARMACY 

KING  CHARLES  BUSINESS  PARK,0LD  MEV/T0N  ROAD,  HEATHFIELD,  DEVON, TQ126UT 


STOCK  FOR  SALE 


1  EST  1980 


MILCO  ENTERPRISES 

Increase  your  P.O.R.  Buy  Perfumes 

and  Aftershaves  from 
MILCO.  NATIONWIDE  DELIVERY. 


For  comprehensive  list 
Tel:  081-905  7005 
Fax:081-9522336 


1  Cinema  Parade 
Manor  Park  Crescent 
EDGWARE.  Middx  HA8  7LT. 


Publication  date  Every  Saturday 

Headings  All  advertisements  appear  under  appropriate  headings 
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STOCK  FOR  SALE 


CHEMILINES  PHARMACEUTICALS 

PI'S 

AZANTAC 
ADALATE  LP 
MODUCREN 
ZOVIRAX200mg 
OTOSPORIN 
CORDARONE 
PROTHIADEN  75mg 
ADALATE  lOmg 

'  INCLUDES  5  %  SETTLEMENT  FOR  30  DAYS  PAYMENT 


DISCOUNT* 

COST 

18% 

12.30 

23% 

4.51 

65% 

3.26 

38% 

18.39 

67% 

2.83 

40% 

9.75 

21% 

3.16 

43% 

6.46 

KODAK  GOLD  FILMS 

GA-24 

GA-36 

GB  200  ASA 

GC  400  ASA 

FUJI  FILMSTO 


ENG/JAP 
ENG 
24's&36's 
24's&36's 


COST 

£1.45 
£1.87 


OFF  TRADE 

33% 
30% 
20% 
17% 
45% 


FRENCH  FRAGRANCE 


RRP  COST 

ANAIS               EDT        30ML    SP     17.95  8.75 

ETERNITY         EDP      100ML    SP     43.00  29.30 

RIVEGAUCHE     EDT        50ML    SP     19.50  10.85 

OPIUM              EDT        30ML    SP     27.00  16.40 

GIORGIO           EDT        50ML    SP     30.00  15.50 

JAZZ  ASL  50ML  16.00  9.49 

KOUROS  ASL  50ML  18.50  11.69 

POLO  EDT  50ML  SP     24.50  13.50 

GIORGIO  MEN  EDT  50ML  SP     21.00  9.95 

FAHRENHEIT  ASL  50ML  19.00  8.95 

30  DAYS  CREDIT  +  NATIONWIDE  PROMPT  DELIVERY. 
MANY  OTHER  SPECIAL  OFFERS. 
RING  081  908  0124  TO  RECEIVE  FULL  PRICE  LIST. 

CHEMILINES  PHARMACEUTICALS 
UNIT  3P,  BUILDING  B,  WEMBLEY  COMMERCIAL  CENTRE 
80  EAST  LANE,  NORTH  WEMBLEY,  MIDDLESEX  HA9  7NL. 
TEL:  081  908  0124/081  904  01 77.  FAX:  081  904  0942 


TEL:  081-868  1263 


FAX:  081-868  3424 


Disributors  of  the 
Largest  Range  of  Branded 
French  Fragrances 
Nationwide  Delivery 


FREEPOST  HARROW  MIDDX.  HA2  9BR 


ALPHA  MARKETING 

go  for  gold  discount 

films  KODACOLOR  GOLD  UP  TO  33° 

oOFF     all  kodak  longdated 

100  ASA 

GA135    1  2  £1 .41 

TRADE  LESS  15% 

GA135  24E1.63 

TRADE  LESS  25% 

GA135    36  £1.99 

TRADE  LESS  25% 

GA135    24  £1.45 

UK/JAP  33% 

280  ASA 

GB135  24E1.85 

TRADE  LESS  20% 

GB135  36E2.31 

TRADE  LESS  20% 

93  WATNEY  STREET,  WAPPING,  LONDON  E1  2QE 

TEL: 

071-7909150  FAX:  071 

-790  9150 
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STOCK  FOR  SALE 


SPECIAL  OFFERS 


DILTIAZEM 
60mg 
£10.90 


NIFEDIPINE  (Orange) 
5mg  &  10mg 
£4.10 


DICLOFENAC 
50mg  (Blister) 
£5.95 


DICLOFENAC 
25mg 
£3.80 


ISOSORBIDE 
MONONITRATE  20mg 
£3.70 


NAPROXEN 
500mg 
£5.25 


CEPHALEXIN  CAPS 
250mg 
£10.75 


CHLORAMPHENICOL 
EYE  DROPS 
£1.45  (5) 


DIPYRIDAMOLE 
100mg 
£3.95 


MODURETIC 
15% 
£2.29 


TEGRETOL 

400mg 
22%  £9.14 


ADALAT 
lOmg 
30%  £4.27 


MICROPORE  2-5cm 
192 

36%  46p  each 


TILDIEM 
60mg 
28%  £10.80 


TAGAMET 

400mg 
23%  £7.92 


CORDARONE 

200mg 
43%  £10.26 


IMURAN 
50mg 
65%  £11.49 


FELDENE 
20mg 
17%  £5.26 


0 


FREE  PHONE 

0800  525381  SOUTHERN 
0800  262149  NORTHERN 
0800  590102  NORTH-EASTERN 


SOUTHERN  OFFICE  OPEN  FROM  8am  TO  8pm  MONDAY-FRIDAY 


Decoy  Road  ■  Worthing  ■  W.  Sussex  BN 14  8ND  ■  Tel:  (0903)  213303  ■  Fax:  (0903)203255 
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BUSINESS  L 


PHARMACIST  MANAGERS 


BURNLEY  -  Manager  required 
for  modern  pharmacy. 
Computerised  working 
conditions.  Will  consider 
long-term  locum  or  newly 
registered  pharmacist.  Tel: 
0204  700634  (day),  061-723 
3857  (eves/weekends). 

CRAMLINGTON.  NORTHUMBERLAND 
Manager  required  for  large 
community  pharmacy 
situated  in  busy  pedestrian 
shopping  mall,  to  commence 
July.  No  paperwork.  Suit 
newlv  registered  pharmacist. 
Tel:  Mrs  Hogg  on  091-285 
0174/091-284  3178. 

PETERBOROUGH  -  Manager/locum 
from  July  1st,  for  family 
owned  modern  pharmacy. 
Turnover  £250,000  per 
annum.  2000  scripts  per 
month.  Would  suit  pharmacist 
seeking  own  business  in  near 
future.  Initial  terms  by 
negotiation.  0733  203531. 

LONDON  SW4  -  Manager  or  long 
term  locum  required.  One 
minute  from  Clapham  North 
tube.  V.K.  Walia,  081-997 
8386/0831  469505. 

BOLTON  -  We  need  a  manager. 
Gain  experience  in  a  small 
pharmacy,  with  our  help. 
Promotion  prospects.  Ideal 
for  job  sharing,  mothers  or 
semi-retired.  Details  Ruth 
Shaw,  0204  23903. 

OLD  TRAFFORD  -  Manager  for  small 
modern  pharmacy.  Above 
average  level  of  direct  patient 
contact.  Requires  friendly 
open  personality.  Newly 
registered  considered.  Salary 
negotiable,  depending  on 
experience.  061-872  1121, 
061-872  0538  (after  7pm). 

BURY  -  Manager  to  develop 
recently  opened  community 
pharmacy.  Salary  and 
conditions  by  negotiation. 
Applications  considered  from 
persons  registered  this 
summer.  Details:  Keith 
Spragg,  0254  63069  or  0204 
32903  (eves). 

BIRMINGHAM.  HEARTLANDS  -  Manager 
required  to  help  set  up  new 
pharmacy  adjacent  to 
surgery.  Opening  autumn 
1991.  Must  be  committed  to 
patient  care.  5  day  week,  4 
weeks  holiday.  Salary  c. 
£22,000  plus  bonus!  I. 
Nicholls,  021-327  0380,  021- 
353  2003. 

ILFORD  -  £25,000  plus,  5/6  day 
week.  Manager  required  to 


A  FREE  Service  for  Chemist  &  Druggist  Subscribers 


run  community  pharmacy. 
Excellent  working  conditions 
and  supporting  staff. 
Minimum  paperwork.  Newly 
registered,  ex-hospital  or  long 
term  locum  considered. 
Roshan  or  Mike,  081-590 
4961/4921  (days)/081-599 
6406  (eves). 

ROCHFORD,  ESSEX  -  Experienced 
hardworking  manager 
required  for  busy  pharmacy. 
Five  day  week  with  minimal 
paperwork.  Apply  Mr  M. 
Sodha,  0702  544104  (day), 
0245  491754  (evening). 

LONDON  SE  -  Pharmacist  required 
to  join  small  group. 
Accommodation  available. 
Excellent  remuneration  and 
conditions.  Full  supporting 
staff.  Tel:  P.E.  Logan,  081-858 
1073. 

HEMEL      HEMPSTEAD,  HERTS 

Experienced  pharmacist 
manager  required  for  busy 
community  pharmacy.  5  day 
week,  Monday-Friday,  9am- 
7pm.  Good  salary  awaits  right 
candidate.  Tel:  Mrs  D.  Dell, 
Sharp  Chemists  Ltd,  081-575 
1816. 


LOCUMS 


WIGAN,  HINOLEY  -  Evening  locum 
required  for  regular 
Thursday  evenings,  6pm  - 
8pm.  Mr  E.  Sherrington,  0942 
521620. 
PEMBROKE,  WEST  WALES 
Independent  requires  regular 
locum.  Days  to  suit.  Good 
supporting  staff.  Apply  Nigel 
Morley,  0646  682370  or  0646 
681602  (evenings). 
BOLTON,  LANCS  -  Pharmacist  for 
regular  locum  duties.  Full 
weeks,  lull  days,  mornings, 
afternoons,  evenings  and 
weekends.  Ideal  for  women 
pharmacists  with  family 
commitments.  0204  23127 
anytime. 
BIRMINGHAM  AND  CANNOCK  -  Locums 
and  part  time  pharmacists 
required  from  now 
throughout  the  summer.  Can 
arrange  easy  hours.  Mr  G. 
0543  572272. 
-  Locum  for  three 
days  a  week  (Thursday, 
Friday,  Saturday)  on  regular 
basis.  Tel:  Mr  N.  Fazal  or  Mrs 
I.  Fisher,  021-327  0122  (9am- 
7pm),  021-471  3908. 
LONDON  El 7  -  Locum  required  for 
alternate  Wednesdays  on 
regular  basis.  Good 
supporting  staff.  Tel:  081-521 
5471. 


ROEHAMPTON  -  Locum  for  alternate 
Saturdays.  Mrs  Williams, 
0727  823153  (day),  081-947 
6470  (eve). 


PHARMACISTS  (PART-TIME) 


CHESTER  -  Pharmacist  to  cover 
Wednesdays  and  alternate 
Saturdays,  all  day.  Tel:  0244 
381215  (days),  0244  381404 
(eves). 

YORK  -  Pharmacist  required  to 
work  one  or  more  regular 
evenings,  Monday  to  Friday, 
6pm-9pm.  Rate  £45.  Eileen 
Lord,  0254  872482. 

KING'S  LYNN  Pharmacist 
required  for  one  or  two  days  a 
week  for  a  busy  shop.  Tel: 
0553  772828  (day). 

CROWBOROUGH,  EAST  SUSSEX 
Pharmacist  for  three  to  three 
and  a  half  days  a  week  for 
easily  run  pharmacy.  Good 
supporting  staff.  Telephone 
0892  652012  (day)  or  0892 
852033  (evenings). 


LOCUMS  (SITUATIONS  WANTED) 


DYFED  -  Locum  available  from 

June  17th.  Tel:  0834  812977. 
LONDON  SW12  -  Locum  available 

from  3  June  -  29  June  1991. 

Two  weeks  also  considered. 

Tel:   081-672   6737  (during 

pharmacy  hours). 


BUSINESSES  FOR  SALE 


LONDON  -  Cheap  shop  in  Victoria, 
London  SW1,  with  flexible 
lease,  valuable  NHS  contract. 
Phone  071-731  6456  (eve). 


STOCK  FOR  SALE 


MAGNIVISION  glasses  reduced  to 
clear.  Many  types  & 
strengths.  Tel:  0203  222070. 


FOR  SALE 


MAXIPRINT  photographic  enlarger. 
Also  Fotoglaze  machine.  Tel: 
081-886  2561. 


STOCK  REQUIRED 


OUTDATED  or  shortdated 
processable  films  required. 
Any  quantity  or  type 
considered.  For  offer  price 
send  details  to  P.D.  Nowell 
Ltd,  10  Weald  Lane,  Harrow 
Weald,  Middx  HA3  5ES  or 
phone  081-427  1454. 


MISCELLANEOUS 


LABELLING  software  for  IBM 
compatibles.  No  charge  for 
community  pharmacists. 
Send  SAE,  blank  disc  & 
system  details.  Tel:  0742 
442121  (day). 

ANY  IDEAS  lor  medium  to  long 
term  investment  for  £10K  per 
person  (approx  25  interested 
parties)  or  workings  of  BES 
scheme.  Tel:  0582  490907. 


HOLIDAY  LETS 


BATH  -  Pharmacist  has  a  superb, 
centrally  heated  apartment 
which  can  be  rented  by 
anyone  needing  a  few  days 
break.  For  further  details  ring 
Mr  Thomas  on  0453  873291. 

ALGARVE  -  Luxurious  apartment 
facing  golf  course,  lake  and 
swimming-  pool.  Sleeps  four. 
Tel:  081-764  3473. 


Free  entries  in  "Business  Link"  (maximum  30 
words)  are  restricted  to  community  pharmacy 
subscribers  of  Chemist  &  Druggist.  No  box 
numbers  or  trade  advertisements  will  be 
permitted.  Acceptance  is  at  the  discretion  of  the 
publishers  and  depends  upon  space  being 
available.  Send  your  proposed  wording  to 
"Business  Link",  Chemist  &  Druggist,  Benn 
House,  Sovereign  Way,  Tonbridge,  Kent  TN9 
1RW.  Include  your  name,  the  full  name  and 
address  of  your  pharmacy,  or  your  personal 
registration  number,  and  a  day-time  telephone 
number.  Alternatively,  leave  the  details  on  our 
special  answering  service. 

PHONE  24  HOURS  ON  0732  359725 
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Best  foot 
forward 

Fund-raising  Edgware  pharmacist 
Popat  Shah  is  planning  his  latest 
charity  event  —  a  10  mile, 
sponsored  walk  to  raise  money  for 
the  Children  with  Leukaemia 
charity,  on  June  30. 

The  event  will  start  outside 
Pharmco  Chemist  in  Deansbrook 
Road  at  9.30am  and  will  proceed 
through  the  streets  of  Edgware, 
Burnt  Oak  and  Stanmore  before 
returning  to  the  start. 

Anyone  interested  in  taking 
part  should  contact  Mr  Shah  on 
081-959  1835. 

BTEC  prizes 

Pharmacy  technicians  studying  for 
the  BTEC  pharmacy  course  in 
East  Anglia  are  to  have  the  added 
incentive  of  prizes  for  project 
work  donated  by  Napp 
Laboratories. 

Prizes  will  be  awarded  for  the 
best  project  work  from  the 
common-skills  module  of  the 
course,  presented  as  a  poster. 
Posters  will  be  exhibited  at  the 
Committee  Room  of  West  Suffolk 
Hospital,  Bury  St  Edmunds  on 
July  10  from  11.30am  to  3pm. 


Ulster  Chemists  Association 's 
Tom  Gray  (left)  receives  the  Jack 
Caldwell  Rosebowl  from 
Vestric 's  Edwin  Bleakley  at  the 
recent  bowling  tournament 


Mrs  Margaret  Bcnficld  ofHemel  Hempstead,  presents  an  embroidered 
representation  of  the  Royal  Pharmaceutical  Society's  sesquicentenary 
coat  of  arms  to  the  president  David  Coleman ,  during  a  private  viewing 
of  the  "Pharmacists  in  Art"  exhibition  last  week  in  the  church  of  St 
Mary-at-Lambeth ,  across  the  road  from  the  Society 's  headquarters.  The 
exhibition  featured  45  works  from  29  pharmacists ,  using  a  wide  range  of 
media ,  from  oils  and  sculpture  to  photography,  woodwork  and  pottery. 
The  watercolour  "Bloomsbury  Square",  by  John  Castle  of  Primrose 
Hill,  depicting  the  Society's  original  headquarters,  has  been  acquired  by 
the  Society.  A  limited  edition  of  500  prints,  measuring  16.5  by  12in, 
signed  and  numbered  by  the  artist,  are  available  at  £40  each  (£70 
framed)  including  VAT  and  P&P.  Details  from  The  Pharmaceutical 
Press 


After  an  extremely  hard-fought  fight,  Doug  Fern  (centre)  a  Numark 
pharmacist  from  Halifax  managed  to  beat  off  a  challenge  from  Gam 
Amar  from  Coventry  to  win  the  Aspro/Numark  Table  Tennis 
Tournament.  Nicholas '  Alex  John  (left)  presented  the  trophies  to  all  the 
finalists 


Wellcome  pic  have  appointed  Graham 
J.  Hearne  as  non-executive 
director.  Mr  Hearne  is  chief 
executive  and  chairman  designate 
of  Enterprise  Oil. 
Kodak  have  appointed  Doug  Doolan 
national  accounts  controller  for  all 
Kodak  consumer  business  in  the 
UK. 

Medicopharma  have  appointed  Eric 
Jones  and  Helen  Nutter  to  the 
sales  team  of  their  Ridley 
Pharmaceuticals  operation  in 
Carlisle.  Between  them  they  will 
cover  North  Cumbria,  the 
Borders  and  the  Fylde  coast. 
They  report  to  the  new  senior 
rep,  Grant  Chisholm. 
Sunderland  Polytechnic  has  appointed 
Professor  Jeff  Brown  as  deputy 
rector/deputy  chief  executive 
from  September  1 .  Prof.  Brown, 
who  is  currently  Dean  of 
Sunderland's  faculty  of  science, 
will  succeed  Howard  Layfield, 
who  retires  on  August  31 . 
Four  new  appointments  at  Sangers 
include  the  promotion  of  David 
Gleeson  from  national  accounts 
manager  to  field  sales  manager. 
Jon  Garner  has  been  appointed 
purchasing  controller.  Mark 
Allwood  is  the  new  assistant 
product  manager  while  his 
previous  position,  customer 
liaison  manager,  has  been  filled  by 
Simon  Houghton. 


Postscript 

Indications  for  antibiotics  now 
include:  "pestering  mothers  of 
children  with  viral  throat 
infections;  a  senior  partner  who 
might  give  the  antibiotic  anyway; 
the  need  to  prevent  patients 
wasting  your  time  every  day  for 
seven  days;  and  prevention  of 
leakage  of  your  income  in  the  form 
of  the  emergency  doctor's  bill," 
so  says  Dr  Anand  Deshpande 
writing  in  GP  Gune  7).  He 
describes  his  frustration  at  failing 
to  convince  a  mother  of  a  four- 
year-old  with  viral  pharyngitis  that 
antibiotics  are  unnecessary. 

Some  commonly-used 
antibiotics  could  be  made  available 
over-the-counter,  he  says. 


Typesetting  and  graphics  by  Magset  Ltd,  Sidcup,  Kent.  Printed  by  Riverside  Press  Ltd,  St  Ives  pic,  Whitstable,  Kent.  Published  by  Benn  Publications  Ltd,  Sovereign  Way,  Tonbndge,  Kent  TN9  1RW. 
Registered  at  the  Post  Office  as  a  Newspaper  27/21/32s  Contents  ©  Benn  Publications  Ltd  1991.  All  rights  reserved.  No  part  of  this  publication  may  be  reproduced,  stored  in  a  retrieval  system  or  transmitted  in. 
any  form  or  by  any  means,  electronic,  mechanical,  photocopying,  recording  or  otherwise  without  the  prior  permission  of  Benn  Publications.  Benn  Publications  Ltd  may  pass  suitable  reader  addresses  to  other  relevant 
suppliers.  If  you  do  not  wish  to  receive  sales  information  from  other  companies,  please  write  to  Fraser  Murdoch  at  Benn  Publications  Ltd 
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pew  research  update 


Chewing  stimulates  saliva 
to  aid  remineralisation 


Ca++  PO* 


Ca++  PO* 


Ca++  PO4 


Remineralisation  -  Net  inflow  of  Ca+f  PO4—  into  the  enamel 


Ca++  PO* 


Ca++  PO, 


Ca++  PO* 


Demineralisation  -  Net  outflow  of  Ca++  PO4—  from  the  enamel 


After  eating,  elevated  acid  exposure  can  cause  an 
outflow  of  calcium  and  phosphate  from  the  tooth  enamel, 
which  may  lead  to  demineralisation  and  decay.  It  is  well 
documented  that  saliva  has  an  important  role  to  play  in 
helping  to  prevent  this  process.' 23  A  recently  published 
study  demonstrated  that  the  chewing  of  sugar-free  gum 
for  20  minutes  after  eating  stimulates  saliva  to  promote 
remineralisation  of  experimental  caries-like  lesions.4 

Now  a  new  research  study  using  experimental  caries-like 
lesions  has  shown  that  the  chewing  of  sucrose-sweetened 
gum  for  20  minutes  after  meals  and  snacks  significantly 
increased  the  mineral  content  of  the  lesions,  compared 
to  when  gum  was  not  chewed.5 


While  research  on  sucrose-sweetened  gum  continues, 
you  can  recommend  with  confidence  the  chewing  of 
sugar-free  gum  for  20  minutes  after  eating  to  help  your 
patients  in  the  fight  against  tooth  decay. 

So  consider  Wrigley's  Extra  and  Orbit  sugar-free  gums  as 
valuable  adjuncts  to  thorough  brushing  with  fluoride 
toothpaste,  a  sensible  diet  and  regular  check-ups  in 
maintaining  good  dental  health. 


WRIGLEY 

DENTAL  PROGRAMMES 


The  Wrigley  Company  Ltd.  Estovet.  Plymouth,  Devon,  PL6  7PR 
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ONIC  FOR 
ro  SALES 


It's  got  to  be  the 
hottest  consumer  deal  in 
photo  products  this 
summer. 

A  free  2-litre  bottle  of 
Tango  with  every  twin 
pack  of  Fuji  Film! 

What  better  way  to 
boost  your  film  sales. 

Supported  with  great 
looking  packs,  counter 
merchandisers  and 
point-of-sale. 

If  you  haven't  already 
picked  up  on  the  Fuji/ 
Tango  mix,  call  your  local 
Tambrands  representative 
and  they  will  put  you  in 
the  picture. 

It's  the  sales  success 
in  a  bottle! 


FREE  Wk 


Fuji  Photo  Rim  (UK)  Ltd,  Fuji  Rim  House, 
125  Rnchley  Road,  London  NW3  6JH. 
Tel:  071-586  5900. 


FUJI  FILM  IS  AVAILABLE  FROM  THE  FOLLOWING  WHOLESALERS: 

.'  Pharmaceuticals  Lid.  Glasgow  M  0.11554  8566  Luton,  Tel  0582417485  Bristol,  Tel  0272  540000  Preston,  Tel  0772  795088  Belfast,  Tel  0232  401000  C.B.S.  Wholesale.  London  N 17 
Tel:  081  808  0886  Michaels  and  Michaels  Ltd.  London,  Tel:  071  405  4488.  Mawdsley-Brooks  Co.  Ltd,  Salford,  Tel:  061  833  9741 .  West  Bromwich.  Tel:  021  525  1213.  Medlelite  PLC.  Perlvale, 
Tel:  081  998  8833  Macton  (South  WalesJ  Ltd,  Cardiff,  Tel:  0222  810432.  Hall  Foster  &  Co.  Ltd,  Newcastle-Upon-Tyne,  Tel:  091  286  2911 .  Robert  Smith  A  Co.  (Derry)  Ltd,  Londonderry, 
Tel.  0504  301411.  Bleasdale  Ltd,  York,  Tel:  0904  641151  Macarthy  Medical  (Division  of  Medicopharma),  Romford.  Tel:  0402  349311.  Weedon,  Tel:  0327  42299.  Cambridge,  Tel:  0223  241115. 

Ic  (Division  ••  fledteopharma)  M  uvvi  /d;m-ii  Dawidlson  Pharmaceuticals  (Division  of  Medicopharma), 

Aberdeen,  Tel  0224  873796  Ridley  Pharmaceuticals  (Division  of  Medicopharma).  Carlisle,  Tel:  0228  24121  Dobbin  and  Stewart  Ltd,  Belfast, 
Tel  0232  242149  Lyntons  Cash  &  Carry  Wholesale,  Sutton,  Tel:  081  689  6933  Herbert  Ferryman  Ltd.  Southampton,  Tel:  0703  788011 . 
toham  Pharmaceuticals  Ltd,  Co.  Durham,  Tel:  0429  881200.  Sangers  (Nl)  Ltd,  Belfast,  Tel  0232  401111 . 


